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Participating and Non-Participating Policies 


A real opportunity to grow with the 
Company 
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An equipped office in one of the Reliance 
Branch Office cities, of which there are 
thirty-eight | 
The active co-operation of Reliance super- | 
visors in the organization of your agency : 


The Perfect Protection Policy which as 
sures more interviews, lower lapse ratioand | 
from 25% to 40% more life insurance sales | 
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Prospect finding service 
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Linilhiiiamenaey * writers the prestige of a strong, progressive 
naaprre institution 
sxx millions of 
i Today, write for our booklet, ‘Selling 
a a Perfect Protection’’ which gives other 
sli esata ad salient features in the Reliance Program. 
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WALTER STABLER RETIRES 


Former Comptroller of Metropolitan 
Life Was Famed Real Estate 
Authority 


DR. NORMAN BLATHERWICK IS LAB- 
ORATORY DIRECTOR 


W. S. Norton and Leonard E. Fackner 
Elected Comptrollers—Have Had Long 
Experience 


Two important announcements have been 
made by the board of directors of the Metro- 
politan Life Insurance Company of New York 
—the acceptance of the resignation of Walter 
Stabler as comptroller and the appointment of 
Dr. Norman R. B. Blatherwick as Director of 
the Biochemical Laboratory. 

In accepting Mr. Stabler’s resignation the 
board expressed its deep reluctance to do so. He 
has for more than twenty years been comp- 
troller of the company. Continued ill health is 
the cause of his retiring. The board appointed 
William S. Norton and Leonard E. Fackner, 
who held the positions of deputy comptrollers 
under Mr. Stabler, to be comptrollers. 

Mr. Stabler is one of the best known real 
estate men in New York city. Before entering 
the employ of the Metropolitan in January, 1905, 
he was head of the real estate firm of Stabler 
& Smith and was prominent in the Board of 
Real Estate Brokers, the standards of which he 
worked to elevate. As comptroller of the Me- 
tropolitan, he played an active part in relieving 
the housing shortage that resulted from the war. 
He developed the system by which his com- 
pany placed loans on homes for persons of 
limited means. He also carried out success- 
fully the company’s housing experiment in Long 
Island City under the law, which authorized a 
life insurance company to invest certain of its 
moneys in low priced apartment houses with 
certain limitations. This work has been made 
the model for other low priced housing projects. 

Mr. Stabler also gave much of his time and 
advice to the city authorities in city planning 
and was an active member and treasurer of the 
committee which secured the passage of the 
existing zoning ordinances in New York city. 

Mr. Norton has been with the Metropolitan 
for seventeen years. For twelve years he had 
been connected with the real estate firm of 
George R. Read & Company, which had close 
contact with the Metropolitan. . Later he be- 
came the real estate manager of the Provident 
Savings Insurance Company before joining the 
Metropolitan. He was appointed deputy comp- 
troller in February, 1922, and since then has 
had charge, under Comptroller Stabler, of the 


(Concluded on page 7) 


BROKERS WINNING 
HIGHER COMMISSIONS 


Many Companies Have Written Asso- 
ciation on New Jersey Situation 


15 AND 20 PER CENT RATE 


Many Non-Affiliated and Some Members 
of Eastern Underwriters Association 
in List 
In a bulletin sent to its members by the Fire, 
Marine and Liability Brokers Association of 
the City of New York are given replies received 
from a number of fire insurance companies to 
the request of the association that brokers be 
paid 15 per cent on ordinary business and 20 
per cent on preferred business in New Jersey. 
Companies that agreed to pay 15 per cent 
and 20 per cent brokerage on New Jersey fire 
risks or slight modifications on these rates were 
American Equitable, Bankers and Shippers, 
Brooklyn Fire, Globe of Pittsburgh, Importers 
and Exporters, Knickerbocker, Merchants and 
Manufacturers of Newark, Metropolitan Fire, 
Mohawk Fire, National Guaranty Fire of New- 
ark, New Jersey of Newark, New York Fire, 
Pacific Fire, Republic Fire of Pittsburgh, 
Standard of New York, Sylvania of Philadel- 

phia and Tokyo Marine and Fire of Tokyo. 

The Northwestern National Fire Insurance 
Company of Milwaukee will pay 15, 20 and 25 
per cent on classified list, copy of which may 
be obtained from John B. Faatz, New York 
manager. The Atlantic City Fire of Atlantic 
City, which confines its writings to Atlantic 
City property, will pay 20 per cent flat. 

The classifications to which these rates apply 
follow generally the list promulgated by the 
Eastern Underwriters Association except where 
otherwise indicated. The bulletin adds that cer- 
tain non-affiliated companies and some members 
of the Eastern Underwriters Association have 
expressed in confidence to the Brokers Associa- 
tion their readiness to pay 15 per cent and 20 
per cent brokerage on business submitted to 
them, but at the present time the Association 
does not feel at liberty to publish their names 
until they secure their definite agreements. 


The bulletin is signed by the association’s com- 
mittee on operating costs which consists of 
Charles S. Rosensweig, chairman; Floyd R. Du- 
Bois and W. Douglas Owens. Excerpts are 
given from some of the letters received from 
various companies. Most of the replies, it is 
said, were sympathetic. The bulletin says that 
with operating expenses averaging more than 12 
per cent the present brokers’ commissions ob- 
viously are inadequate. 

Among the replies received and quoted in 


(Concluded on page 11) 
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WARNS AGAINST 
UNLICENSED CARRIERS 


Ontario Commissioner Draws Atten- 
tion to “Problem” 


FLAYS GET-RICH-QUICK PROMOTERS 


Superintendent R. Leighton Foster Raps 
Mail Selling of Accident and Health 
Lines 


R. Leighton Foster, Superintendent of Insur- 
ance for the Province of Ontario, Canada, has 
sent out a memorandum warning against the un- 
licensed writing of accident and health insur- 
ance in his territory and pointing out that “The 
problem of solicitation of unlicensed insurance 
through the mails is one of grave concern.” 
Superintendent Foster’s dictum, which is of 
particular interest to United States companies, 
is as follows: 


Inquiries frequently reach this department as 
to the standing of American insurance organiza- 
tions soliciting accident and health insurance in 
Ontario through the mails. Recently a local 
radio station broadcast a five-minutes sales talk 
for a Missouri concern. It seems desirable once 
again for this department to warn the public 
against unlicensed insurance of this character. 

It should be understood that all insurance or- 
ganizations authorized to transact and solicit in- 
surance in Ontario, are required by law to be 
licensed by this department and that an insurer 
which transacts business or solicits insurance in 
Ontario without being so licensed, is not only 
contravening the law but is, in almost every 
case, a speculative fly-by-night organization 
operated for the benefit of get-rich-quick pro- 
moters. The responsible insurer will rarely be 
a party to the solicitation of insurance in a State 
or province in which it is not licensed. It should 
also be realized that the provinces do not con- 
trol and supervise the mails, which is a matter 
of exclusive Federal jurisdiction, and that no 
provincial authority can take effective steps to 
curtail the solicitation of unlicensed insurance 
through the mails. 

The National Protective Insurance Associa- 
tion of Kansas City, Mo., has recently been very 
active in this business. The slogan of this or- 
ganization is “one cent a day brings $100 a 
month.” It sells an accident insurance policy 
paying a maximum benefit of $100 a month for 
twelve months, and $1200 to $1800 in case of 
accidental death, for the low cost of $3.65 a 
year, or, one cent a day. This concern is an 
assessment accident and health association, or- 
ganized in 1926 under the laws of the State of 
Missouri. Its total admitted assets as reported 
in Best’s Insurance Report, are $25,266. This 
is a sample of the type of organization of which 
the Ontario public should beware. 

The problem of the solicitation of unlicensed 
insurance through the mails is one of grave con- 
cern to government supervising officials through- 
out the United States as well as Canada and 
was recently discussed at the spring meeting 
of the National Convention of Insurance Cos- 
missioners at West Baden, Ind. Apparently 

(Concluded on page 19) 
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ATE last week several copies of a book en- 

titled “Bill’s Bulletins’ were received by 
officers and members of the staff in this office. 
This is a compilation of the writings of the late 
Wilfred Whaley Mack, editor of the Weekly 
Underwriter, and was brought out by L. Alex- 
ander Mack, president of the Weekly Under- 
writer, and brother of “Bill.” It contains also 
a biographical sketch of “Bill” and many con- 
temporary tributes to his genius. 

The book is in particularly good taste because 
Bill was one of those men whom nearly every- 
one loves—he had a host of friends, all of whom 
will be delighted to have in their libraries a 
memorial such as this book is. A large portion 
of the book is made up of the weekly bulletins 
which he wrote for the paper of which he was 
editor, and which were widely read and appre- 
ciated. There are also included a number of 
poems and verses from his pen, some hithetr un- 
published. Through all these writings runs a 
philosophical vein which made them particularly 
interesting. It was the fruition of observa- 
tions made in all walks of life throughout many 
years of experience as a newspaper reporter and 
journalist. 

The real “Bill” Mack, always with a 
pipe in the corner of his mouth, was one of the 
most jovial men that ever lived. His humor and 
kindly philosophy won for him so many friends 
that there was an honest demand for his col- 
lected writings. 

* ok x 

AVID STERN, who started in life as a 

reporter on the Philadelphia Record and 
recently purchased that newspaper to add to his 
string of the Camden (N. J.) Courier and the 
Camden Post, has taken out a $1,000,000 life 
insurance policy, making the amount carried by 
him $2,000,000. The policy was brokered 
through the insurance department of Albert M. 
Greenfield, local realtor, who is said to have 
financed the deal whereby Mr. Stern, who is 42 
years old, acquired control of the Record. 

Mr. Stern now joins the other heavily insured 
Philadelphians, who are headed by John C. 
Martin, of the Curtis-Martin Newspapers, Inc., 
with $6,500,000 and John T. Dorrance, head of 
the Campbell Soup Company, with $5,500,000. 

* * x 
IGHT general agencies of the Etna Life 
Insurance Company on June 23 had ex- 
ceeded their quotas in the K. A. Luther Testi- 
monial Campaign, which the company’s field or- 
ganization is conducting in honor of Vice-Presi- 
dent Luther’s 30th anniversary as an “Etna- 
izer.” The objective of the campaign, which 
opened May 1, is $75,000,000 of new paid busi- 
ness, of which amount $54,805,005 has thus far 
been obtained. With one week left in which 
to write new business and a full month in which 

to pay, the agents are busy. 


[t has been announced by W. Irving Moss, 
president of the Union Indemnity Company, 
New Orleans, that the organization has broad- 
ened the clause in its policies providing for the 
voiding of accident insurance policies if holders 
travel in airplanes. In the present policies there 
are no time-clauses whatever as to aviation, he 
says. A passenger may now take out a policy 
this morning and hop off this afternoon, and it 
will be in full force and effect. 
* *k * 
ISTEN to this: “The life insurance com- 
panies are recognizing aviation,” said Mr. 
Moss, “and the fact that air transportation is 
one of the accepted phases of human life and 
endeavor. I have before me a statement to the 
effect that 42 of the 50 leading life insurance 
companies in the country, in volume of business, 
have no clause in their policies eliminating lia- 
bility from aeronautical activity. Four com- 
panies have a one-year elimination rider, and 
four a two-year elimination rider. Taking into 
consideration the volume of business two years 
old, then, the 50 leading insurance companies in 
the United States and Canada are covering 
travel by air to the extent of $73,276,680,279.” 
* o* * 
HAVE just heard from C. O. Pauley, chair- 
man of the program committee of the 
Health and Accident Underwriters Conference, 
that the general theme chosen for the annual 
meeting in September is “Underwriting.” All 
round-table discussion will center on that point. 
Also, and this cheers me no end, it is announced 
that there will be a nationally-known speaker 
on “Aviation and Its Relation to Personal Ac- 
cident Insurance.” The question of adequate 
rates for the health and accident business is 
slated for an open hearing and, all in all, it looks 
as though the man who stays away from the ses- 
sions will be missing something really worth 
while. Just so that you can make your reser- 
vation early—the place is the Edgewater Beach 
hotel, Chicago, and the dates are September 5, 
6 and 7. 
* *x* * 
HE arbitration principle, applied to auto- 
mobile liability claims by the Metropolitan 
Casualty Insurance Company, New York, should 
prove a help in avoiding friction with the pub- 
lic and in securing just settlements. J. Sco- 
field Rowe, president of the company, says that 
an automobile policy only fulfills its purpose 
effectively when, in addition to money payment 
involved, it swiftly and equitably discharges its 
duty to an assured. More power to that idea! 
* *k ok 


HE news that the National Surety Company 

has actually decided to go into the fire 
business confirms a rumor of long standing and 
one that has kept reporters ‘on the hop” for 
some time. The big group idea prevails! 
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ILLIAM BLOOM, a New York dress 

designer, has his hands insured in the 
Zurich for $500,000 and Arthur Brisbane specu- 
lates on the worth of Michael Angelo’s hands 
at the same rate. Well, I'll tell him. How- 
ever many liras, or whatever it was Michael 
cashed in his pay check for, he might reason- 
ably expect to make for the rest of his life pro- 
vided his “maulies” as the sports writers say, 
stayed in good shape, the incomputable value 
of Michael Angelo’s work on the Sistine Chapel 
and all the rest of his immortal paintings and 
sculpture is nothing for an insurance company 
to bother with. While Mr. Gene Tunney can 
insure his hands for $1,000,000 because he knows 
they’re going to earn that much for him the 
next time he fi-pardon me, engages in a boxing 
match, there is no such accurate method of in- 
suring his voice, let us say, because of its 
aesthetic value to the Shakespeare students at 
Yale. 


x * x 


HAT very beautiful and extremely valuable 

new book, “A History of Lloyd’s” is at- 
tracting quite a lot of attention on this side 
of the water. I noticed a prominent display of 
it in a New York bookshop and many favorable 
comments about the book have been printed in 
the literary reviews. Harry Hansen, literary 
editor of the New York World, devoted one of 
his daily columns to it and has since published 
some correspondence from readers to the effect 


_ that they were interested in the book but con- 


sidered the price, which is ten dollars, prohibi- 
tive. The book is profuse in rare and beauti- 
ful illustrations and is worth every cent of the 
price asked. When an organization which dates 
back to 1713 decides to publish its illustrious 
history you can’t blame them for not wishing 
to be pikers about it. 


* * * 


A* article in the Factory Mutual Record 
says that the term “sprinkler-failure” is a 
misnomer insofar as it implies disparagement 
of automatic sprinklers. The failure of sprink- 
lers to control a fire quickly and effectively, says 
the article, is in almost every case due to poor 
maintenance, inadequate water supply, or other 
features of improper installation or care. In 
other words, you can always rely on the 
sprinkler to work if the hundred odd contin- 
gencies do likewise. 


*x* * * 


ELL, it was a great day yesterday and I 

noticed that none of the kids on our 
block paid any attention to the anti-fireworks 
ordinance except young Angus McNichol whose 
father’s concession to him for the Fourth was 
permission to snap his fingers. 
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COMBINED SURRENDER AND LAPSE 
TERMINATION RATES 


HE SPECTATOR is this week 

presenting a table showing the rate 
of termination of insurance through 
lapse and surrender for 28 of the older 
life insurance companies covering a 
period of 20 years, year by year, with 
results shown for the four quinquennial 
periods as well as for the entire 20 years. 
In next week’s exhibit the content of 
this table will be divided into its two con- 
stituent parts and will show in two tables 


what the results have been by lapsed and ° 


through surrendered insurance policies, 
respectively. 

The record for the year 1927 is not 
very encouraging as at 5.22 per cent it 
represents an increase of .15 per cent 
over 5.07, the ratio of 1926, and .46 
per cent over the rate obtained in 1925, 
which was 4.76 per cent. In consider- 
ering it in comparison with the rates of 
the other years from 1908 to 1926 we 
find that there were eight years in which 
the combined lapse and surrender rate 
was higher and eleven years which re- 
flected better results, and therefore a 
higher ratio in conserving written life in- 
surance. The highest ratio was that of 
1921 when it was 6.35 per cent. The 
lowest attained was in 1918 when it was 
3.91 per cent. A study of the history of 
life insurance writings, coupled with a 
knowledge of economic and industrial 
conditions, would have enabled an analyst 
to accurately predict that these. resilts 


might actually have been achieved, for 
the year 1918 was an epoch-making one 
in life insurance and marked a new era 
in life insurance agency operation. The 
country was prosperous, though in war, 
labor earning capacity was high, and the 
percentage of life insurance written dur- 
ing the year to life insurance in force at 
the beginning of the year was higher than 
in any other year in the history of life 
insurance. The year 1921 suffered from 
the depression in industrial activities 
occasioned by post-war economic results 
and new insurance business written, and 
paid for, for the only time in the past 20 
years, showed a decrease from the previ- 
ous years’ writings. Unemployment and 


‘lack of income caused retrenchment ail 


along the line, and life insurance as well 
as all other industries suffered as a re- 
sult. 


From a study of the situation one 
might be led to conclude that there is a 
constant basic rate of termination by sur- 
render and lapse beyond which the most 
scientific and determined conservation 
methods of life insurance officialdom can- 
not reach—albeit their efforts in this di- 
rection must be unceasing and fruitful 
to keep it to this basic rate—and the 
variation in the yearly results is entirely 
due to country-wide economic forces 
which limit or increase the buying power 
of the masses. There is no man, or 
woman, in America today who has ever 
had life insurance even brought to his 
attention but recognizes the value of its 
continuity and lapses or surrenders his 
protection with regret and only because 
his income has been limited to an extent 
where further payments seem impossible. 
The remedy for the lapse and surrender 
evil is deeper and more far-reaching than 
that now attempted by the life insurance 
companies. They cannot materially or 
successfully lower their termination rates 
by methods directed against individual 
cases but must endeavor to cope with and 
combat economic factors which lead to 
unemployment, business depression and 
loss of wage earning power. How can 
they lessen the burden imposed upon men 
weighted down by financial worries? Un- 
questionably, the solution is bound up in 
unemployment insurance, which would go 
far in stabilizing incomes of wage earn- 
ers during periods when progress is at 
the nadir of the business cycle. 

In the table on page 9 is shown the rate 
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of terminations of policies through sur- 
render and lapse to the mean number of 
policies in force. It includes only the 
ordinary business of the companies and 
excludes therefrom both industrial and 
group insurance. Industrial companies, 
including in their ordinary account their 
intermediate business, naturally show a 
higher rate than those having only regu- 
lar ordinary policies. When comparing 
lapse rates, it should also be remembered 
that terminations by lapse are chiefly 
among policies less than ten years old, 
and that, therefore, rapidly growing com- 
panies are most likely to show high lapse 
rates. 





N commenting on THE SPECTATOR’S 

“Record of 100 Leading Fire Insur- 
ance Companies” printed May 10, the 
“Chronicle,” well-known banking, insur- 
ance and finance magazine of Montreal, 
refers to the average loss ratio of 51 per 
cent for the year, accompanied by an ex- 
pense ratio of 45 per cent and an invest- 
ment gain of $162,867,237 and asks, 
“what of future possibilities?’ Suppos- 
ing, the editor says, the security market 
should go down: “Under such circum- 
stances the surplus would soon disappear. 
The moral would seem to be that more of 
the energies of the companies should be 
devoted to securing adequate rates and 
conservative underwriting. This feature 
should not be neglected by any tendency 
to rely unduly for results on the money 
market. There is probably no country in 
the wide world more susceptible to con- 
flagrations than the United States.” 





Liberty Bell Capital Increase 


PHILADELPHIA, July 2—The Liberty Bell In- 
surance Company, at a recent meeting of stock- 
holders, voted to increase its capital by $250,- 
000, making the capitalization $1,250,000. The 
increase will be affected by a new stock issue, 
to which stockholders will be given the right 
to subscribe for their share for each one of theri 
present holdings. 

Three new directors were elected to the board 
at the meeting. They are: William F. Kurtz, 
Walter C. Janney and Henry I. Brown, Jr. 


Philadelphia Fire Agents to Reorganize 


PHILADELPHIA, July 2.—The Association of 
Fire Insurance Agents of Philadelphia has ap- 
pointed the committee of seven to work out 
details for reorganizing the association so that it 
will list among its membership at lease ninety 
per cent of the agents of Philadelphia. 
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JAMES TIMPSON RETIRES 
Second Vice-President of Mutual Life Has 
Served Company Fifty Years 

James Timpson, second vice-president of the 
Mutual Life Insurance Company of New York, 
has resigned because of poor health and he will 
retire from that position October 1. Mr. Timp- 
son has been connected with the Mutual Life 
for more than fifty years. For many years as 
financial manager he has been in charge of the 
investigation of securities proposed for purchase 
by the company and was considered one of the 
keenest judges of securities in the country. 
Hundreds of millions of dollars worth of secur- 
ities have been passed upon by him. His resig- 
nation as financial manager becomes effective 
August 1. 

Dwight S. Beebe, manager of the bond de- 
partment of the Prudential Insurance Company 
of America, will succeed Mr. Timpson as finan- 
cial manager. Mr. Beebe was graduated from 
Yale University in 1914. Following service 
with the American Army in France as a cap- 
tain of field artillery he joined the trust depart- 
ment of the Bankers Trust Company, later join- 
ing the Prudential. 





FOREIGN NEWS 








The German Air Pool (Deutsche Luft- 
pocl) wrote the insurance for the transoceanic 
flight of the Bremen. The hull insurance 
amounted to 80,000 marks (about $20,000) and 
the crew (excluding passengers) were each 
covered with 75,000 marks, death, accident and 
invalidity. 

The International League of Aviators, 
which is the international union of  pro- 
fessional pilots, is discussing the accident in- 
surance of pilots and passengers. American 
methods are taken as a basis, that is an addi- 
tional premium of 15 to 20 per 1000 for pilots 
and for passengers. The latter are covered 
free of extra premium up to 6 flights per an- 
num. 

German Statistics for 1927 show 26,659 
schedule flights carrying 151,091 passengers 
(against 84,592 in 1926). Freight carried was 
2,326,074 tons (against 1,056,834 in 1926). 
Freight kilometers were 9,969,995 (6,541,159 in 
1926) and passenger kilometers totaled 26,953,- 
998 (against 14,639,151 in 1926). 

The total number of licensed airships in Ger- 
many on February 1, 1928, was 475 and the 
motors in them numbered 554. The Deutsche 
Luft Hansa is leading with 145 and the Junk- 
ers Works lead in construction with 143. 


Coal-Mine Fatalities in May 

Accidents in the coal-mining industry of the 
United States in May resulted in the death of 
373 men, according to information received from 
State mine inspectors by the United States 
Bureau of Mines, Department of Commerce. Of 
this number, 323 deaths occurred in bituminous 
coal mines; the remaining 50 were in the anthra- 
cite mines of Pennsylvania. The death rate per 


million tons of coal mined during the month was 
8.34, based on a production of 44,748,000 tons, 
as compared with 4.29 for May, 1927, based on 
an output of 43,397,000 tons and 186 deaths. 


H. Peer Gravengaard Is President of Co- 
lumbus Underwriters 


H. Peter Gravengaard, general agent for the 
7Etna Life Insurance Company at Columbus, 
O., was elected president of the Columbus Un- 
derwriters Association at a meeting of that or- 
ganization held recently. Mr. Gravengaard was 
appointed a general agent by the A&tna Life on 
October 1, 1926, after he had established and 
developed the sales training section. 


He was graduated from the University of Ne- 
braska in 1920 after which he spent two years 
in graduate study at Harvard University, one 
in the law school and the other in the graduate 
school of history, political science and economics. 
He joined the AStna organization in 1924 and 
shortly afterwards became manager of sales 
training. 


—Reproductions of the old John Hancock Mansion, 
at Boston, have been erected or planned at Ticonderoga, 
N. Y., or the New York State Historical Society, and 
at Mooseheart, Ill., for the Loyal Order of Moose. 
There is also a movement afoot to reproduce the origi- 
nal building (which was torn down) at or near its orig- 
inal site. A calendar gotten out by the John Hancock 
Mutual Life carries a picture of this historic residence. 








him. 











See the Vacationist 


Thousands of successful business men are preparing 
at this time to leave business cares behind them and seek 


recreation in the great outdoors. 


: They should be reminded that a definite 
part of their preparation is a careful 
survey of their life insurance protection, 
to determine whether it is sufficient to 
provide well for their dependents in the 
event of emergency. 


Play is an essential, but let no man forget 
his obligations to those who believe in 


Prudential Ordinary Agencies will be 
glad to cooperate with brokers who 
seek a complete service. 


The Prudential 
Insurance Company of America 
EpwaArp D. DuFFIELp, President 
Home Office, Newark, New Jersey 
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WANT NATIONAL SAFETY 
RULES 





Construction Industries Seek to Save 
Life 





CONFERENCE IN NEW YORK 





Meeting Called by Association of Govern- 
ment Labor Officials 


The establishment of national safety rules 
as a means of cutting down the great loss of 
life in the construction industries was sought 
in a conference of government officials, safety 
experts, contractors and engineers which was 
held in New York on June 29 at the request of 
the Association of Government Labor Officials 
of the United States and Canada. The confer- 
ence was called by the American Engineering 
Standards Committee which has established na- 
tional safety codes for several other industries. 


The seriousness of the situation is revealed by 
figures made public by the New York State De- 
partment of Labor, showing that over 1000 
workmen are killed in the construction indus- 
tries each year in New York State alone, and 
20,000 more are injured in the States. Safety 
men estimate that there are ten times as many 
accidents in construction in the entire nation. 
One-quarter of all industrial fatalities in the 
State, the department points out, are in con- 
struction. 


Some of the chief causes of the serious acci- 
dent hazards in construction, according to the 
Association of Labor Officials, are to be found 
in the nature of the industry where apparatus 
and equipment are necessarily portable and labor 
is constantly shifting. While part of the acci- 
dents are believed to be unavoidable, it is felt 
that the establishment of national safety rules 
would materially decrease the number of acci- 
dents. 


Ethelbert Stewart, United States Commis- 
sioner of Labor, who made the request for the 
conference on behalf of the labor officials urged 
all interests to co-operate fully in working to- 
ward a national code. If necessary, he said, the 
code should be split up into separate sections 
including a structural steel construction code, 
a brick building code, a carpentry code, “and 
so on piecemeal until such time as it is possible 
to bring them together under a general construc- 
tion code.” 


David A. Buckner Made a Fellow of 
Actuarial Society 


David E. Buckner, assistant actuary of the 
Jefferson Standard Life Insurance Company, 
Greensboro, N. C., has just been awarded the 


degree of Fellow of the Actuarial Society of 
America. He had previously received the degree 
of Fellow of the American Institute of Actu- 
aries. 


Mr. Buckner is the first native North Caro- 
linian to qualify for the F. A. S. degree. He 
was born in Saxapahaw, N. C. After receiv- 
ing the Bachelor of Arts degree from Wake 
Forest, he was appointed superintendent of 
schools at Siler City. He served in that capac- 
ity until the outbreak of the World War at 
which time he entered the army and saw long 
service overseas. After the armistice, he at- 
tended Grenoble University in France four 
months. Upon his return from overseas, he 
was appointed an instructor in mathematics at 
North Carolina State College and taught there 
for three years. In June, 1923, he went to 
Greensboro as a clerk in the actuarial depart- 
ment of the Jefferson Standard Life and has 
been with the company ever since. 





Walter Stabler Retires 
(Concluded from Page 3) 


company’s mortgage investments in New York 
city and of the loans on large buildings in im- 
portant cities. 


Mr. Fackner has served the Metropolitan for 
eleven years in the comptroller’s cffice. He is 
a graduate civil engineer from the Polytechnic 
mortgage loan department of the United States 
Institute and was assistant manager of the mort- 
Mortgage & Trust Company of New York, 
which position he left to join the Metropolitan. 
He was appointed deputy comptroller in Decem- 
ber, 1922. 


Dr. Blatherwick was graduated from Grinnell 
College in 1909 and pursued graduate studies in 
biological chemistry at the University of IIli- 
nois and later at Yale University where he re- 
ceived the degree of Ph.D. in 1914. He spent 
a year in the laboratories of the Montefiore 
Hospital in New York and then joined the 
Bureau of Animal Industry, United States De- 
partment of Agriculture, as a physiological 
chemist. In 1920 he accepted an appointment 
to the Potter Metabolic Clinic at Santa Bar- 
bara, Calif., where he has been until the pres- 
ent time. He is a member of several profes- 
sional societies including the American Society 
of Biological Chemists and the American Physi- 
ological Society and he has demonstrated marked 
ability in research work in connection with 
various problems of biochemistry, his field of 
work including important studies relating to 
experimental nephritis and to various phases of 
sugar metabolism. He has made several valu- 
able contributions relating to the action of in- 
sulin and of the German synthetic product, 
synthalin. 


CANADIAN MEDICOS AND 
ACTUARIES MEET 


Important Sessions Held in London, 
Ontario 








MANY UNITED STATES COMPANIES 
REPRESENTED 





London Life Was Host—Aviation and Sal- 
ary Allotment Were Chief Topics 

About one hundred medical men and actuaries 
of Canadian life insurance companies, with 
more than half a dozen distinguished guests 
from the United States, met in London, Ontario, 
for two days recently in connection with the 
meetings of the Medico-Actuarial Committee 
of the Life Insurance Officers Association and 
the Actuaries Club of Toronto. These meet- 
ings were held in the new home office of the 
London Life Insurance Company in the Cana- 
dian city. 

The medical men and actuaries held their ses- 
sions throughout the morning and afternoon of 
the first day reviewing data, which had been 
gathered by the central committee at their reg- 
ular weekly meeting, bearing upon certain im- 
pairments. The meetings were presided over by 
Dr. H. Crawford, medical director of the Can- 
ada Life. 

The chief business session of the Actuaries 
Club was held the first evening when the busi- 
ness was conducted by the president of the 
club, J. H. Birkenshaw, assistant actuary of 
the Confederation Life. The main topics for 
discussion were present-day aviation and salary 
allotment insurance. 

The London Life, which acted as host, ar- 
ranged for a luncheon to the doctors and a din- 
ner in the evening to the doctors and actuaries 
with a program of entertainment in the com- 
pany’s spacious auditorium following the meet- 
ing of the Actuaries Club. 

In addition to the large delegation from the 
Canadian companies there were quite a few dis- 
tinguished men from the United States, among 
them being Arthur Hunter, New York Life; 
H. R. Bassford, Metropolitan; Dr. John Coo- 
lidge, Metropolitan; Dr. A. V. Jimenis, Metro- 
politan; N. W. Bagley, Travelers; Dr. F. L. 
Grosvenor, Travelers, and Dr. T. H. Dickson, 
Jr., Minnesota Mutual. 


Perez F. Huff Sails for Europe 

Perez F. Huff, president of Perez F. Huff 
Co., Inc., New York, dealer in insurance and 
bank stocks, sailed last Saturday on the “Albert 
Ballin” for a three months’ tour through Ger- 
many, Austria, Czecho Slovakia, Italy, France, 
Switzerland and England. The purpose of the 
trip is to study the banking and insurance con- 
ditions of the European capitols. 
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CALIFORNIA STATE LIFE WRITING 
NON-MEDICAL 
Company’s Limit on Males Is $2500— 
$1000 on Females 

The California State Life Insurance Com- 
pany, Sacramento, on July 1, started the issu- 
ance of insurance policies without medical 
examination. The limit of non-medical insur- 
ance on any one life will be $2500 in all the 
operating territory of the company, with the 
exception of Arizona where non-medical is not 
permitted and in Oklahoma where the limit is 
$2000. 

This limit applies to males only—not under 15 
years of age or over 45. The limit for females 
is $1000—not under 15 years or over 40. Ap- 
plicants on the non-medical plan must be able 
to read, write and speak the English language. 
Non-medical will not be written on Japanese, 
Chinese, Filipinos or illiterate Mexicans. Per- 
mission to write non-medical applications will be 
withheld from fieldmen of the company until 
they have been with the company three months 
and have produced at least $25,000 of medicals 
apiece. 


C. P. Rockwell Made Actuary of 
St. Joseph Life 
C. P. Rockwell has just been elected assist- 
ant secretary and actuary of the St. Joseph Life 
Insurance Company, St. Joseph, Missouri. 
Mr. Rockwell has been in the actuarial end 
of the insurance business during the past ten 
years, one-half of which he has been first assist- 
ant actuary and then actuary and examiner of 
the Texas Insurance Department and then the 
actuary and examiner of the South Carolina In- 
surance Department. 





Rabbi Stephen S. Wise to Speak at Life 
Underwriters’ Convention 

Julian S. Myrick, president of the National 
Association of Life Underwriters, announced 
this morning that he had secured Rabbi Stephen 
S. Wise of New York city as one of the prin- 
cipal speakers for the program of the thirty- 
annual convention of the National As- 
sociation of Life Underwriters, to be held in 
Detroit, Mich., September 12 to 14, with con- 
Book-Cadillac 


ninth 


vention headquarters at the 
Hotel. 

Rabbi Wise is not only an exceptionally bril- 
liant inspirational speaker, but he has a striking 
message on the subject of the place of life in- 
surance in the modern scheme of things which 
should challenge the attention of the entire 
country. 

The theme of the Detroit convention was re- 
cently announced as “Leading the Public to 
Appreciate the Proper Place of Life Insurance 
in the Economy of the Home, the Protection of 
Business Interests, the Conservation of the 
Estate, the Completion of Investment Plans, 
and the Welfare of the Nation.” 

The “trade association co-operative move- 
ment” has had a particularly active year in life 
underwriting circles during this past year, un- 
der the leadership of Julian S. Myrick, for- 
merly chairman of the Davis Cup Committee 





of the United States Lawn Tennis Association, 
and it is expected that the Detroit convention is 
going to set a new attendance mark of over 
2000 delegates. 

Rabbi Wise will close the session on the first 
day of the convention, Wednesday, Septem- 
ber 12. 


Great Lakes Trip Is Entertainment Fea- 
ture of National Association Meeting 
The program arranged for the delegates to 

the convention of the National Association of 

Life Underwriters, to be held in Detroit, Sep- 

tember 12 to 14, includes, as a special entertain- 

ment feature, one of the most scenic rides on 
the Great Lakes—a trip to the “Venice of 

America,” the St. Clair Flats. 


HEADS LONDON LIFE 
J. G. Richter Had Been With Company 
Many Years 

J. G. Richter, F.A.S., has been elected presi- 
dent of the London Life Insurance Company of 
London, Canada, to succeed the late President 
Dr. A. O. Jeffery, K.C. Mr. Richter joined 
the London Life as manager in 1883. For the 
past eight years he has been a vice-president. 
The company was nine years old when he joined 
it and he has taken a most prominent part in 
its activities and growth during the past 45 
years. W. M. Spencer was elected first vice- 
president, Edgar Jeffery, second vice-president, 
and E. E. Reid, managing director. . All these 
men are experienced executives who are thor- 
oughly familiar with the company’s operations. 
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Only 314% Term 


In 1927 Nylic Agents placed over $927,000,000 of 


New Insurance, distributed by policies as follows: 





Whole, and Limited 
Payment, Life. 


Endowments . . . 
ee ee ae 


Number 


255,226 
48,182 


Amount 
$791 ,308,900 
104,881,500 


4,907 31,277,600 
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308,315 


$927,468,000 











ing “sales resistance.” 
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and happy?” 


COMPANY 
346 Broadway, New York 
Darwin P. Kingsley, President 


: 





Term Insurance was only about 3 1/3% 
of the Total 
Most underwriters agree that, in general, life and endow- 
ment policies are best for policy-holders. 
Nylic rules and training strengthen Nylic Agents for meet- 
Consequently they do not use 


Term Insurance as an easy 
answer to “I can’t afford 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 


NEW YORK LIFE INSURANCE 








New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 











July 5, 1928 


THE SPECTATOR 


Life Insurance 








UNION CENTRAL LIFE EXPLAINS SUIT 
Company Says. Its Practice With Regard 
to Building Is General 
In THE Spectator last week there appeared 
an article taking notice of a suit, brought by 
Robert S. Alcorn, to bar the Union Central Life 
Insurance Company of Cincinnati from owner- 
ship and operation of the Union Central sky- 
scraper and garage in that city. Mr. Alcorn, 
an attorney, is the holder of 275 shares of the 
company’s stock, it is understood. He alleged 
that the Ohio law forbids an insurance company 
to engage in any other business than the insur- 

ance business. 

THE SPECTATOR addressed a communication to 
President John D. Sage of the Union Central 
asking whether the company cared to comment 
on the item describing the suit. The following 
reply was received from the company: 

The Union Central Life Insurance Company 
purchased property adjoining its original home 
office building in order to enlarge it, real- 
izing that at its present rate of growth the main 
building would be completely filled within a 
relatively few years. It erected the annex at 
once on the new property for various substan- 
tial business reasons, one being to at once elim- 
inate the fire hazard of the old and extensive 
hotel property, which was a serious menace to 
surrounding buildings. 

There can be no valid criticism of the policy 
of occupying the portions of the home office 
building needed at the present time and renting 
out to tenants the remainder. This is a practice 
followed by many insurance companies and is 
universally recognized and approved by State 
insurance departments. The operation of the 
garage is only an incidental service for the con- 
venience of officers and employees of the com- 
pany and tenants of the building, and reflects a 








income can a young man put into 
Concrete facts speak louder than words. 


surance? Ten per cent? 
Actually in this case the 
for the support of the family; 
What do they get for their $600? 
Total life-insurance of $30,000,—$5,000 to be 
in a trust settlement as to produce $100 a mon 


of $30,000 to leave for his family. 


missing the best 











JOHN HANCOCK SERIES 


WHAT PRICE INCOME! 
How Much Should I Lay Aside for Life Insurance? 


HIS is a question more frequently asked the life underwriter than any other. 
i life insurance premiums, especially if he is married? 5 
Here is the actual program of a young man, 28, married, 


ith two children. Se 
"His income is $5,000 a year. What would you consider a fair proportion of this income to spend for life in- 
annual premiums amount to about $600, leaving a balance of $4,400 of the income 
an easy proposition for ambitious young parents looking into the future. 


id in cash in case of the husband’s death, the rest so arranged 
income for the wife during her lifetime. 


Do you not think this young man has done well for himself and his f 
Surely he has laid out his life very successfully, with a fair income for present 


He might struggle for years to obtain such a result in other ways. t s 
‘ — ai is in life, including the contented enjoyment of his income and his f. 





Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
197 Clarendon St., Boston, Mass. 
SIXTY-FIFTH YEAR OF BUSINESS 





What proportion of his 


ily? ite! 

living expenses and an estate 

re | et Pet 

and then fail of his goal, in the meantime 
‘amily. 




















practice which is being adopted throughout the 
country in connection with modern office 


buildings. ; . ; ; 
All legal questions raised in the suit against 
this company brought by Robert S. Alcorn, are 


in the hands of our counsel. 


E. Clay Brock Heads Massachusetts Life 
Underwriters 

E. Clay Brock, general agent for the 7Ztna 

Life Insurance Company at Springfield, Mass., 

was elected president of the Massachusetts Life 

Underwriters Association at an adjourned or- 

ganization meeting held recently at Worcester. 


The new association, which was informally 
organized at a meeting held in Springfield a 
week earlier than the regular organization meet- 
ing, already boasts the membership of every 
local association in Massachusetts. The annual 
meeting will be held in September. 

Mr. Brock recently retired as president of the 
Life Underwriters Association of Western 
Massachusetts. His first connection with the 
Etna organization was in 1924, when he joined 
the J. H. Baird General Agency at Seattle. He 
was appointed general agent at Springfield on 
June 1, 1925. 





PER CENT TO MEAN POLICIES IN FORCE OF TERMINATIONS BY SURRENDER AND LAPSE FOR TWENTY-EIGHT 
LIFE INSURANCE COMPANIES, FROM 1908 TO 1927, INCLUSIVE 











































































































1908 | 1913 | 1918 | 1923 | 1908 
COMPANIES 1908 | 1909 | 1910 | 1911 | 1912 | 1913 | 1914 | 1915 | 1916 | 1917 | 1918 | 1919 | 1920 | 1921 | 1922 | 1923 | 1924 | 1925 | 1926 | 1927 to to to to to 
} 1912 | 1917 | 1922 | 1927 | 1927 
————s ' } | ComeRRNRCaT (aes aa a SS SS ee se a Se ee see 
pS Ce ee 3.97 | 3.51 | 3.86 | 3.92 | 4.72 | 4.69 | 5.21 | 5.44 | 5.05 | 4.58 | 5.01 | 4.22 | 4.83 | 6.71 | 6.26 5.54 | 6.65 | 7.95 | 8.50 | 9.20 | 4.04 | 4.98 | 5.41 | 7.89 | 6.53 
DRONE 2 occ ccidce ts 3.38 | 2.91 | 2.68 | 2.47 | 2.73 | 2.96 | 3.49 | 3.47 | 3.00 | 2.60 | 2.28 | 2.04 | 2.74 | 3.70 | 4.58 | 3.36 | 3.69 | 4.44 | 4.56 | 4.80 | 2.83 | 3.09 | 2.98 | 4.21 | 3.40 
Connecticut General. ..| 4.17 | 4.02 | 3.98 | 4.18 | 4.27 | 4.41 | 5.12 | 5.41 | 4.61 | 4.16 | 4.19 | 4.14 | 4.76 | 6.53 | 4.49 | 6.89 | 7.24 | 8.13 | 8.39 | 8.18 | 4.15 | 4.77 | 4.91 | 7.83 | 6.19 
Connecticut Mutual...| 2.45 | 2.60 | 3.02 | 3.36 | 4.38 | 4.64 | 4.65 | 4.84 | 4.20 | 3.90 | 3.85 | 3.47 | 4.20 | 5.43 | 5.12 | 4.61 | 4.82 | 5.05 | 4.97 | 4.91 | 3.20 | 4.43 | 4.49 | 4.89 | 4.38 
Equitable, New York..| .48 | 4.58 | 4.53 | 4.22 | 4.50 | 4.40 | 4.79 | 4.93 | 4.30 | 4.18 | 3.91 | 3.60 | 4.60 | 6.69 | 6.92 | 5.80 | 5.83 | 5.43 | 6.03 | 5.86 | 4.47 | 4.51 | 5.29 5.78 | 5.19 
Equitable, Des Moines.| 4.55 | 4.15 | 4.16 | 4.86 | 5.28 | 5.75 | 6.01 | 5.41 | 5.51 | 5.50 | 5.29 | 3.99 | 4.63 | 6.06 | 6.76 | 5.37 | 5.43 | 4.81 | 5.24 5.74 | 4.66 | 5.60 | 5.57 | 5.33 | 5.15 
Guardian, New York...| 4.69 | 4.38 | 4.10 | 4.53 | 4.95 | 5.07 | 5.87 | 5.69 | 4.95 | 5.40 | 4.59 | 4.56 | 4.82 | 6.64 | 7.06 | 5.87 | 5.90 | 6.00 | 5.89 | 5.41 | 4.53 | 5.38 | 5.50 | 5.80 5.38 
Home Life............ 5.93 | 5.55 | 5.72 | 5.91 | 5.65 | 5.59 | 6.09 | 6.34 | 5.92 | 5.19 | 5.64 | 4.89 | 5.86 | 7.16 | 5.79 | 4.22 | 4.27 | 4.28 | 4.61 | 4.85 | 5.75 | 5.81 | 5.91 | 4.46 | 5.29 
John Hancock......... 8.99 | 7.15 | 6.61 | 6.24 | 6.03 | 5.83 | 6.10 | 6.05 | 5.14 | 5.08 | 4.77 | 4.93 | 5.32 | 6.67 | 5.77 | 5.42 | 6.19 | 5.57 | 5.60 | 5.86 | 6.87 | 5:61 | 5.62 | 5.74 | 5.69 
Manhattan Ress cagiene 5.55 | 4.77 | 4.35 | 4.71 | 4.90 | 5.64 | 6.60 | 8.78 | 7.24 | 6.55 | 4.88 | 5.39 | 5.08 | 9.82 | 9.45 | 6.89 | 8.35 | 7.79 | 7.41 | 5.78 | 4.86 | 6.96 | 6.83 | 7.26 | 6.47 
Massarhusetts Mutual.} 3.76 | 3.77 | 3.42 | 3.44 | 3.77 | 3.72 | 3.86 | 3.99 | 3.66 | 3.42 | 3.01 | 2.41 | 3.08 | 3.91 | 3.62 | 3.51 | 3.84 | 3.95 | 3.92 | 4.02 | 3.64 | 3.70 | 3.36 | 3.60 | 3.60 
Metropolitan......... 15.91 {12.64 {10.46 |10.41 {10.03 |10.00 | 9.50 | 9.08 | 7.03 | 5.85 | 5.75 | 6.29 | 6.77 |10.50 | 8.67 | 6.36 | 6.88 | 5.30 | 5.71 | 6.35 |11.61 | 8.05 | 7.88 | 6.11 | 7.46 
Mutual Benefit........ 3.04 | 2.54 | 2.27 | 2.70 | 2.58 | 2.40 | 2.62 | 2.62 | 2.32 | 2.01 | 1.88 | 1.49 | 1.62 | 2.12 | 2.14 | 2.00 | 2.19 | 2.25 | 2.41 | 2.33 | 2.61 | 2.41 | 1.96 | 2.24 2.21 
Mutual, New York....| 4.25 | 4.39 | 4.28 | 4.19 | 4.51 | 4.46 | 4.86 | 4.84 | 4.34 | 3.99 | 4.61 | 3.44 | 4.39 | 6.20 | 5.07 | 4.95 | 5.61 | 4.83 | 4.37 | 4.19 | 4.33 | 4.49 | 4.61 4.70 | 4.35 
National Life Vt...... 5.17 | 4.33 | 3.87 | 3.85 | 3.70 | 3.54 | 3.93 | 4.31 | 3.70 | 3.10 | 2.78 | 2.31 | 2.76 | 4.02 | 4.38 | 3.05 | 3.49 | 3.82 | 3.58 | 4.15 | 4.12 | 3.91 | 3.34 | 3.75 | 3.70 
New England......... 4.03 | 3.39 | 3.10 | 3.12 | 2.85 | 2.92 | 3.03 | 3.34 | 2.98 | 2.84 | 2.86 | 2.25 | 2.66 | 4.05 | 3.28 | 2.93 | 3.40 | 3.20 | 3.18 | 3.10 | 3.26 | 3.04 | 3.04 | 3.16 | 3.13 
SD SAPS 5.40 | 4.77 | 4.22 | 3.95 | 4.19 | 3.74 | 3.99 | 4.09 | 3.81 | 3.62 | 3.78 | 3.69 | 4.04 | 5.40 | 4.93 | 4.55 | 4.78 | 4.70 | 4.83 | 4.92 | 4.50 | 3.84 | 4.43 | 4.76 | 4.52 
Northwestern Mutual..| 4.06 | 3.78 | 3.67 | 3.87 | 3.73 | 3.41 | 3.56 | 3.64 | 3.07 | 2.45 | 2.24 | 1.75 | 2.08 | 2.99 | 2.68 | 2.46 | 2.53 | 2.41 | 2.38 2.44 3.82 | 3.17 | 2.37 | 3.45 | 2.79 
Pacific Mutual. ....... 5.28 | 4.57 | 4.50 | 4.05 | 3.65 | 4.02 | 4.04 | 4.31 | 4.57 | 3.99 | 3.60 | 2.91 | 3.29 | 5.56 | 6.09 | 5.13 | 6.10 | 6.11 | 6.03 | 5.77 | 4.38 | 4.19 | 4.64} 5.83 | 5.21 
Penn Mutual......... 4.37 | 4.47 | 4.19 | 4.17 | 4.09 | 4.22 | 4.52 | 3.52 | 3.58 | 2.98 | 2.37 | 2.93 | 3.82 | 3.80 | 4.01 | 3.66 | 3.41 | 3.49 | 3.62 | 4.92 | 4.13 | 3.48 | 3.63 | 3.93 
Phoenix Mutuai....... 4.44 | 4.04 | 4.27 | 4.54 | 5.29 | 5.11 | 5.26 | 4.30 | 3.33 | 2.80 | 2.91 | 3.02 | 4.10 | 4.08 | 3.57 | 3.71 | 4.16 | 4.48 | 4.98 | 4.51 | 4.62 | 3.44 | 4.22 | 4.23 
Provident Mutual. 4.27 | 4.12 | 4.34 | 4.66 | 4.99 | 5.92 | 6.08 | 5.55 | 4.89 | 4.14 | 3.83 | 4.61 | 5.20 | 5.39 | 4.75 | 4.83 | 5.10 | 4.89 | 5.26 | 4.37 | 5.47 | 4.71 | 4.98 | 4.80 
Prudential............ 4.24 | 4.81 | 3.80 | 4.13 | 3.79 | 4.54 | 4.52 | 3.96 | 3.24 | 3.10 | 3.67 | 3.40 | 4.28 | 3.82 | 3.41 | 4.19 | 3.68 | 4.29 | 4.76 | 4.34 | 3.99 | 3.71 | 4.15 | 4.03 
State Mutual......... 4.04 | 3.70 | 3.35 | 3.45 | 3.66 | 3.92 | 3.90 | 3.44 | 3.46 | 2.99 | 2.57 | 3.10 | 3.60 | 3.16 | 3.06 | 3.40 | 3.40 | 3.21 | 3.31 | 3.81 | 3.66 | 3.11 | 3.28 | 2.80 
Travelers....... 5.03 | 5.64 | 5.11 | 4.82 | 4.91 | 5.60 | 5.80 | 4.85 | 5.60 | 4.36 | 3.53 | 4.13 | 5.95 | 6.26 | 6.34] 7.12 | 7.20 | 7.86 | 8.68 | 5.10 | 5.34 | 4.07 | 7.56 | 6.77 
Union Central 3.40 | 2.79 | 3.08 | 3.39 | 3.90 | 4.43 | 5.10 | 4.66 | 4.44 | 3.96 | 3.02 | 3.23 | 5.02 | 4.38 | 3.64 | 3.72 | 4.22 | 4.35 | 4.50 | 3.33 | 4.51 | 3.96 | 4.06 | 4.04 
Union Mutual... 2.93 | 2.85 | 3.81 | 3.98 | 4.74 | 4.83 | 5.91 | 5.40 | 4.61 | 4.27 | 3.95 | 5.46 | 4.86 | 4.97 | 4.45 | 4.38 | 4.37 | 4.17 | 4.04 | 3.60 | 5.10 | 4.52 | 4.29 | 4.35 
United States 6.12 | 6.61 | 5.70 | 5.58 | 6.33 | 8.16 |10.19 | 9.72 | 8.95 | 8.50 | 7.51 | 6.66 | 9. 9.99 110.97 | 9.36 | 8.53 | 8.41 | 7.84 | 6.40 | 8.70 | 8.34 | 8.98 | 8.03 
Ave. (28 Companies).| 6.33 | 5.51 | 5.05 | 5.04 | 5.17 | 5.00 | 5.28 | 5.35 | 5.48 | 4.13 | 3.95 | 4.04 | 4.45 | 6.35 | 5.64 | 4.96 | 5.24 | 4.76 | 5.07 | 5.22 | 5.31 | 4.83 | 5.00 5.03 | 5.05 
Intermediate business of industrial companies carrying high lapses, rates included 





Group Insurance and industrial business excluded. In considering ratios, following factors must be noted: 
and variation in segregation of Terminations as between surrender, lapse and expires 
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Why You 
Should Represent 
the Missouri State Life 








| ! ae progressive, pioneering spirit of the Missouri State Life 
makes strong appeal to live, aggressive, forward-looking Agents. 


It’s the kind of Company they like to represent. 


field men the personal co-operation 


Its multiple line of Life, Accident 
of trained representatives in each of 


| and Health, Salary Savings and 


Group Insurance multiplies the its multiple lines. 


: ties ; , 
| Agent’s opportunities for success. Its rapid growth and expansion 


means corresponding growth and 


Its new, liberal policy forms offer ; ; 
: . development for its representatives. 

unusually attractive selling plans. 
Men of high character and ability 


Its Branch Office service, avail- 
able in twenty-six of the principal 
cities of the country, extends to 


are offered a real future with the 
Missouri State Life.—The Progressive 
Company. 











INDICI4! | 


MISSOURI STATE LIFE 
: INSURANCE COMPANY 


Home Office, St. Louis 








Hillsman Taylor, President 








Group 


‘- 
Li | Missouri State Lire Insurance Co. 
if e | St. Louis 
° | 
Accident . Health Send me your Agency proposal 

Oe tins ba writs daciaetayk shinies mice NGls hd aed whan 
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FIRE INSURANCE 








FIRE LOSSES GOING 
HIGHER 





Ernest Sturm Says Increase Outstrips 
Growth of Population 





BLAMES CARELESSNESS FOR 
DISASTERS 





Chairman of Fidelity-Phenix Submits 


Analysis of Survey 

In most cities of the United States the num- 
ber of fires occurring each year is increasing 
more rapidly than the population, it is shown by 
an inquiry just completed by the Fidelity-Phenix 
Fire Insurance Company, New York, 47 out of 
63 municipalities displaying advances last year, 
as compared with 1920. 

Commenting upon the survey and pointing 
out that Americans apparently were growing 
more and come careless of fires, Ernest Sturm, 
chairman of the Fidelity-Phenix, said: 


As a matter of mathematics, the more people 
there are in a given city the greater the num- 
ber of fires that will break out because blazes 
usually originate from some human action and 
also because an augmented population requires 
additional residential and commercial buildings, 
all of which are burnable. 

In contrasting the number of fires that oc- 
curred in 1920 with those that were recorded 
last year in 63 of the larger cities of the coun- 
try, and comparing their gains in population, it 
was found that 47, or nearly 75 per cent showed 
larger advances in their fire totals than in popu- 
lation. On the, average, the quota of fires in- 
creased about 52 per cent in these centers, as 
‘against a 19 per cent average addition to the 
number of residents. 

New York, for example, last year reported 
24,341 fires, or 66 per cent more than in 1920, 
while the number of people living in the city ad- 
vanced only 6 per cent during the period. 
Albany had 167 per cent more burnings, with 89 
per cent greater population. The worst record 
was that of Portland, Ore., with a 285 per cent 
increase in the number of fires, although the 
total of residents gained but 35 per cent. 

Los Angeles suffered 192 per cent more fires 
with a populace 116 per cent greater in number, 
whereas San Francisco—an exception to the 
general rule—had 24 per cent fewer fires de- 
spite a 27 per cent increase in the aggregate of 
inhabitants. Chicago’s record was a 44 per cent 
fire advance and a 5 per cent growth in popula- 
tion. 


Other leading cities compared as follows: 


1920-27 P. 1920-27 P. 

C. Increase C. Increase 

in number in Popula- 
Cities of Fires tion 
New Haven, Conn.......... 53 us: 
Wilmington, Delo ...0. 66606 119 13 
Weashinsten, BD: Coo. ccceecs 93 23 
PRETO GB cs cietcinera oie 8p 137 25 
Pert. Wayne... Itid. 0. 665502 43 34 
EGGISVING. TVs. scp cn eecees 149 48 
New Osteans, La... 6. 42 10 
Pictidnd? Mee 6.6oscics ce sews 110 10 
Cambridge: Wass. 0.5560. 79 7 
Detroit: Te 5. <.0's.o.060:s oie 102 75 
Str Pack ene sce cco oes 124 32 


Se. Pots Wide ses vane ss 52 3 
Omaha.” NOR. « c.ccticne cos 30 9 
Ebprahietlion Ne. Do cccwcdanne: 38 23 
Jersey GityioNs 3) oc asieteeeus 41 8 
INCWARN ING Ponce xc ce ne nctes 57 12 
Chastotte, N. Co. ..ccssecasn 80 63 
Philadelphia, Penna. ....... 30 11 
Pittsburgh, Penna. ......... 20 13 
San. Antonio, Tess... 90 54 
Spokane, Wash. ..........-- 32 10 
Milwaukee, Wis. ........... 49 24 


The number of fires in each place was taken 
for the purposes of this survey rather than the 
aggregate of losses because one or two size- 
able blazes might swell a yearly total abnor- 
mally and thus give a false picture of condi- 
tions. 


Brokers Winning Higher Commissions 
(Concluded from Page 3) 
the bulletin is one from Corroon & Reynolds, 
Inc., dated June 16, as follows: “Our agree- 
ment with your association has not in any way 
been changed by our agreement to observe, in 
so far as agency compensation is concerned, the 
Eastern Underwriters Association classification 
and scale, nor will the attempts of the Hudson 
County Agents Association to limit brokerage 
in any way affect our decision. We again re- 
peat our willingness to recognize the claims of 
your association for brokerage compensation 
of at least 15 per cent on general business and 
20 per cent on so-called preferred.” 


M. L. Heide, vice-president of the Import- 
ers and Exporters, and the Mohawk Fire wrote, 
May 1: “We realize quite well that the brokers 
of New York had nothing to do with the pas- 
sage of the law in question. We feel that the 
brokerage which has heretofore obtained on New 
Jersey business, 15 per cent on ordinary busi- 
ness and 20 per cent on preferred business, was 
adopted after due consideration of conditions in- 
volved in securing and handling the business. 
Our companies have always felt that this brok- 
erage is reasonable and we can see no good 
cause for changing it at this time. Irrespective 
of whatever differential may be established by 
other companies, acting individually or in group, 
we intend to maintain and continue this broker- 
age allowance.” 


A letter received from C. V. Meserole, presi- 
dent of the Pacific Fire, the Bankers and Ship- 
pers and the New Jersey, dated May 23, said: 
“As we understand the New Jersey commission 
law, we believe that we are free to pay what- 
ever brokerage commission we wish, and under 
existing conditions we believe that brokers on 
New Jersey business are entitled to 15 and 20 
per cent commission, provided they have the 
right grade of business, and our companies are 
very glad at this time to pay those commis- 
sions to brokers whose accounts we consider 
desirable.” 

A number of other letters from both affiliated 
and non-affiliated companies are given. 


I! 


AMERICAN COMMENCE 
FORMING 





Horatio N. Kelsey Sponsor of Newest 
Fire Company 





CAPITAL TO BE $1,000,000 





Company to Have $2,000,000 Surplus—No 
Announcement as to Time of Begin- 
ning Business 

Notice of intention to form the American 
Commerce Fire Insurance Company of New 
York has been advertised as required by law. 
The company will engage in fire and marine in- 
surance throughout the United States. 

One of the incorporators is Horatio N. Kel- 
sey whose wide experience has made him an 
outstanding figure for many years in the fire 
insurance business in this country. For several 
years he was a special agent of the London As- 
surance Corporation for Iowa, Nebraska, Mis- 
souri and Kansas, and from 1890 to 1901 State 
agent of the Norwich Union Fire Insurance So- 
ciety for Indiana and Illinois. In 1901 he be- 
came assistant manager of the Western depart- 
ment of the Sun of London and manager in 
1904. Nine years later he resigned to become 
United States manager of the Hamburg-Bremen 
Fire Insurance Company of Hamburg, Ger- 
many. The war caused the liquidation of its 
affairs in this country which Mr. Kelsey man- 
aged under appointment of the Secretary of the 
Treasury. In 1919 he became United States 
manager of the London and Scottish, retiring 
from that position last year. He was also dep- 
uty manager of the Northern Assurance Com- 
pany of London. 

The incorporators in addition to Mr. Kel- 
sey, include Major W. I. Lincoln Adams, 
Charles B. Alling, Louis Annin Ames, A. Ing- 
ham Bicknell, Lewis B. Curtis, Richard E. 
Dwight, Robert H. Hunter, George P. Ken- 
nedy, William E. Marcus, Jr., Charles F. Rob- 
bins, Harold Swain and John A. Warner. 

The American Commerce will start business 
with capital of $1,000,000 and surplus of $2,- 
000,000. 


Death of John G. Wickser 

John G. Wickser, formerly president of the 
Buffalo Insurance Company of Buffalo, and 
chairman of the board of directors, died Sunday 
at the age of 72 years, following a short illness. 
Mr. Wickser had long been prominent in the 
business and political life of Erie county. He 
was State treasurer, 1903-1904, and chairman 
of the State Prison Cimmission 1905-1907. He 
was a member of the National Board of Fire 
Underwriters and was president of Philip Becker 
& Company and the Becker-Prentiss Company, 
wholesale grocers. He was born in Buffalo and 
always lived there. 
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A home representing in many 
instances the bulk of its owner’s 


fortune. 






of course is carried. But why is, 
it that the threat of loss due:to 
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or the complete havoc which can 
be wrought by 


is so often ignored? Usually 
because these hazards have not 
been thought of. 


When you sell a home owner 
fire insurance tell him about these 
coverages and don’t forget to 
include Rental Value Insurance 


too. 


Che CONTINENTAL 
INSURANCE COMPANY 
Se a ee eee 


CASH CAPITAL: FIFTEEN MILLION DOLLARS 


NEW YORK CHICAGO MONTREAL DALLAS SAN FRANCISCO 


“The Continental Commands Confidence” 
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VIRGINIA RATE INVESTIGA= 
TION 


Inquiry Planned by State Corporations 
Commission 





FIRE BUSINESS TO BE SCRUTINIZED 





Companies Can “Get Out from Under” by 
Declining Undesirable Risks 

RicHMonp, Va., June 30.—The Virginia Cor- 
porations Commission proposes to investigate 
fire insurance rates in Virginia. Just what this 
can mean, following so closely upon the empty 
inquiry conducted a little over a year ago by the 
legislative commission is a puzzle. 

Thursday and Friday of last week the com- 
panies sent their representatives to Richmond 
to organize the Virginia Insurance Rating 
Bureau, to supercede the Virginia Inspection & 
Rating Bureau, in accordance with a law passed 
by the general assembly in 1928. 

The law provides that the Corporations Com- 
mission shall be the arbiter of all Virginia tar- 
iffs. The expense of operating the new bureau 
is to be paid by the companies, Mutuals and 
reciprocals, as well as stock companies are to 
be admitted. 

The governing committee of the new bureau, 
consisting of twelve members as selected at 
the meeting Friday, is as follows: Frederick 
E. Nolting, Virginia Fire and Marine; S. W. 
Zimmer, Petersburg Insurance Company; S. 
W. Ames, Eastern Shore of Virginia Fire In- 
surance Company; Edwin A. Palmer, Mutual 
Assurance Company of Virginia; Paul L. Haid, 
Continental; H. G. Foard, Home of New York; 
H. W. Gray, Orient; R. M. Anderson, National 
of Hartford; C. D. M. Showalter, Old Domin- 
ion; A. R. Phillips, Great American; J. D. 
Lester, Globe and Rutgers; O. E. Lane, 
Niagara. 

An executive committee is to be named, which 
the Corporations Commission insists shall in- 
clude five members who are residents of Vir- 
ginia. 

Immediately after authorizing a continuance 
of the present Virginia tariffs, the Corporations 
Commission announced that it would conduct an 
investigation of these tariffs. The whole thing 
sounds like “bosh” to underwriters, though few 
of them are eager to express an opinion. 

While no companies have made any threats 
as far as can be learned, it has been pointed out 
that there will be nothing to keep the companies 
from placing on their prohibited lists any risks 
which the Corporations Commission insists shall 
be written at a rate too low to yield a reason- 
able profit. 

Members of the general assembly who were 
loud and persistent in their cries that a rate re- 
vision was necessary come from the “Valley” 
section of Virginia, which has always enjoyed 
low rates. If the present scheme of subdivid- 
ing the State into five territorial divisions is 
abolished, and the rates are brought to the same 
level, the Valley will pay higher rates, and 
“Tidewater” Virginia, which includes Norfolk, 
will enjoy lower rates. Impartial underwriters 


are wondering how the result will be received in 
the Valley. 

Politicians are rejoicing in the fact that Vir- 
ginia has finally been “completely divorced” 
from the Southeastern Underwriters Associa- 
tion of Atlanta, but it will be nothing short of 
remarkable if the next few months do not bring 
developments that will be far from satisfactory 
to some of these who have been clamoring. 


In 1922, there was considerable agitation for 
a change of the rate making machinery in Vir- 
ginia, on the ground that a clique controlled the 
rates, and that it was impossible to get any re- 
lief from the Southeastern Underwriters Asso- 
ciation. At the urgent insistence of Col. Joseph 
Buton, commission of insurance, a change was 
made in the constitution and by-laws of the Vir- 
ginia Inspection & Rating Bureau, and the re- 
sult was very satisfactory to the companies, the 
agents, and the commissioner. The new consti- 
tution provides that the present members of the 
governing body shall serve one year, and that 
annually thereafter, four members shall be 
elected to serve three years. However, if the 
Corporations Commission demands that the 
executive committee shall consists entirely of 
residents of the State, there is a possibility that 
the old objection to the clique may arise again. 
Nothing in the new constitution prevents a mem- 
ber of the governing committee from succeed- 
ing himself, whereas this was impossible under 
the constitution adopted in 1922. 


EARTHQUAKE CLAUSES 


Interesting Pamphlet on This Subject 
Is One of Sunderlin Course 








PRICE OF SERIES IS REDUCED 





The Set of 40 Lectures With Topical In- 
dex May Now Be Obtained for $10 
Starting with the statement that the New 

York Standard Fire Insurance Policy contains 

no reference to earthquake loss, Lecture No. 35 

of Sunderlin’s Lectures on the Fire Insurance 

Contract deals in an interesting way with the 

subject of earthquake clauses. Policies writ- 

ten in California at the time of the San Fran- 
cisco conflagration contained the provision that 
the insurers would not be liable for fire losses 
resulting directly or indirectly from an earth- 
quake. Now, however, the earthquake clause 
covers the direct loss from an earthquake, and 
the fire policy reimburses the insured for the 
ensuing loss that is not attributable to the earth- 
quake. The lecturer considers the subject of 
liability for fire loss resulting from earthquake, 
and cites\the leading case in construing liability 
of insurers. Among the sub-topics in this lec- 
ture are proximate clause, intervening clause, lia- 
bility for indirect losses, question for the jury 
and experience at Santa Barbara. In addition, 
he cites the earthquake policy form of Califor- 
(Concluded on page 35) 








Cc. H. REMINGTON 
President 


MORE BUSINESS— 


another income 


Another protection to write in an 
almost virgin field. Agents may in- 
crease their income and round out 
their service facilities by selling 
Patent and Trade Mark protection. 

Protection against 
fringements and defense against in- 
fringement claims is found under 
these new broad forms of contracts. 

We do not practice law. Our 
contract furnishes funds for the use 
of the attorneys of our contract 
holders. 


AGENTS WANTED 
AMERICAN PATENT PROTECTION CORPORATION 


Suites 1801-1805 and 1811-1813, 551 Fifth Avenue 
New York, N. Y. 


Telephones: Vanderbilt 10381-10382-10383 


patent in- 
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Remove the 
Shadows 


NVISIBLE shadows hover over every vacation 
trip. It’s joys can be clouded at any moment by the 
annoying loss of personal belongings. T he danger is 
resent from the moment the vacationist steps out 
of his door. 

Our agents are getting closer to their clients and 
closer to prospective clients by concentrating zow 
on the protection offered by Personal Effects Insur- 
ance. They are making a surprising summer sales 
record by removing the shadow of loss by theft, fire, 
and the hazards of transportation. 

How? By showing that Personal Effects policies 
are good all year round, anyplace away from home. 
By proving that day for day, this is the most reason- 
able, as well as one of the most essential forms of in- 
surance obtainable. 








Agents are invited to write for Selling Pointe 
and Outline of the Personal Effects Policy. 


me [iverroor, 
wo [LONDON 
«0 GLOBE, 


Insurance Co uv 
Executive Offices: 1 Pershing Square 
80th Rusk Awe. et 428 Gt., Now York, N.Y. 


Year in the Western Dept. Pacific Coast Dept. 
United States CHICAGO SAN FRANCISCO 


THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 














“Good Company” 


Yes, a ‘‘good company’’ for the agent. And 
a ‘‘good company’’ for the insured. 


The Philadelphia Fire & Marine Insurance 
Company offers its agents a widely diversified 
line of dependable insurance, thus making it pos- 
sible for him to handle virtually any type of 
insurance coverage—excepting life, of course— 
through a one-company affiliation. 


It offers to the prospective policy-holder a 
choice of protection that assures him complete 
service through one organization—your own— 
in a company of national renown for prompt and 
satisfactory settlement in event of loss. 


Wouldn’t you like to know more about this 
*‘good company’’ representation? 
Ask us about it. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


Head Office—1600 Arch Street, Phila., Pa. 














of BUFFALO, N. Y. 
(A New York State Stock Company) 


Special Automobile Rates 


Insurance Policies provide for Assureds 
participation in profits. Writing all types 
of the following classes of Insurance and 
Bonds. 


ACCIDENT $ 1 ,700,000 CONTRACT BONDS 


AUTOMOBILE FIDELITY BONDS 
BURGLARY Surplus to JUDICIAL BONDS 
LIABILITY policyholders. LICENSE & PERMIT BONDS 
PLATE GLASS PUBLIC OFFICIAL BONDS 
WORKMEN’S COMPENSATION MISCELLANEOUS BONDS 


AGENCIES OPEN IN THE FOLLOWING 


STATES 
DELAWARE NEW HAMPSHIRE 
OHIO NEW JERSEY 
MARYLAND NEW YORK 
MASSACHUSETTS RHODE ISLAND 
VERMONT 
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PHILADELPHIA FIGHT OVER 


Agents Agree to Abide by Eastern 
Underwriters Contract 








REFUSE TO SIGN AGREEMENT 


Effort to Be Made to Secure Permanent 
Terms by First of New Year 
PHILADELPHIA, July 2—Apparently having 
won a victory in their fight for reforms of prac- 
tices in Philadelphia, the Association of Fire 
Insurance Agents of Philadelphia agreed to an 
“armistice” until January 1, 1929, with the 
Eastern Underwriters Association, with the 
prospects bright that after the first of the year 
a permanent peace treaty will be signed in the 
shape of a permanent agency agreement. 
Philadelphia agents have refused to sign the 
new agency agreement which went into effect 
"yesterday. However, the association has ac- 
cepted the proposed scale of commissions of 20, 
25 and 30 per cent until January 1 of next 
_ year. 

This action was taken at a meeting of the 
association the end of last week, when, with but 
one more day to go before the new agreement 
was scheduled to go into effect, the association 
adopted the following resolution of the confer- 
ence committee : 

Resolved, That this committee recommends 
to members of the Association of Fire Insur- 
ance Agents of Philadelphia that they refrain 
from signing the proposed agreement, but that 
they advise their companies of their acceptance 


of the proposed scale of commissions on pre- 
miums on Philadelphia business as of July 1, 


Change 


Customs and needs 
have changed widely 
since this company 
was founded, and we 
have added desirable 
policies to meet those 
needs. Our policy of 
friendly cooperation 
with agents, however, 
has never changed 
from the day our 
founders began busi- 
ness. 
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1928, until January 1, 1929, with the understand- 
ing that if results satisfactory to this com- 
mittee on the reforms requested in the circular 
letter of June 12, 1928, are accomplished, this 
committee will advise that the agreement be 
continued permanently. 

The refusal of the agents to sign the agency 


agreement at this time, according to one of the 
members of the committee, was due to the fact 
that they believed that the companies were un- 
able or unwilling at this time to grant their re- 
quests, and they did not want to tie themselves 
down with an agreement while such a situation 
existed. 

The companies declare that the agents are 
satisfied with the new commission scale, a fact 
that the agents themselves admit. The com- 
panies also declare that they are in sympathy 
with the agents’ efforts to improve working 
conditions. But, the companies take the attitude 
that of the agents feel that they can best obtain 
the reforms they wish by not signing the agency 
agreement, an immediate signing is not of great 
importance. 

The companies also take the attitude that dif- 
ferences of opinion exists as to whether the 
present attitude. of the agetns is the best means 
of accomplishing the desired results, and they 
believe that it would be very unbusinesslike to 
continue indefinitely without contractual rela- 
tions being clearly established. 

The main reforms which the agents desire 
are: 

1. The discontinuance of the three-agency 
plan and the agreement on the part of the com- 
panies to uphold a two-agency plan in Phila- 
delphia, although the present board rules per- 
mit a three-agency plan. 

2. The curtailing of the acquisition cost of 
branch offices so that these branch offices will 
be placed on the same basis as general agents, 
so that their cost of obtaining new business will 
not exceed that of commissions permissible to 
be paid to brokers. 

At the last meeting of the Territorial Com- 
mittee of the E. A. U. and the Conference Com- 
mittee—or Committee of Seven—of the associa- 
tion, details of which have just been made pub- 
lic, these two points were thrashed out. 
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WILLIS 0. ROBB RETIRES 
Head of New York Fire Insurance Ex- 
change Had Distinguished Record 

Willis O. Robb, for the past eighteen years 
manager of the New York Fire Insurance Ex- 
change, has resigned to take effect July 31, 
which is also his seventieth birthday. His res- 
ignation, presented at a special meeting of the 
exchange, was received with deep regret for 
Mr. Robb has handled so well the many difficult 
problems in connection with the Insurance Ex- 
change that he has gained the respect and con- 
fidence of the fire insurance world. 

Mr. Robb is a graduate of Ohio Wesleyan 
University and also a lawyer. He had been a 
special agent and an adjuster in Ohio before 
he came to New York in 1902 to become secre- 
tary of the loss committee of the New York 
Board of Fire Underwriters where he remained 
for eight years and then took charge of the 
affairs of the Fire Insurance Exchange. 

It is expected and hoped that although he 
has relinquished the management of the ex- 
change he will keep in touch with it in an 
advisory capacity at least for some time to 
come. 


New York Board to Base Expense Assess- 
ments on Premium Income 

The following resolution was adopted at the 
June meeting of the New York Board of Fire 
Underwriters: 

Resolved, That in the future, assessments for 
the general expenses of the New York board be 
based on the premium income for the territory 
located in the Borough of Manhattan and in 
the Borough of the Bronx, west of the Bronx 
River and in the Borough of Brooklyn, and 
in Long Island City, and on the American dock 
stores and piers in the Borough of Richmond, 
all in the City of New York. 

The plan is expected to affect a considerable 
saving since it establishes a basis of reporting 
premiums for expense assessments for the exact 
same territory as that covered by the New York 
Fire Insurance Exchange and the one compila- 
tion of figures will do for both organizations. 

Two new members were elected: Arthur D. 
Pollock and C. C. Dominge. 
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THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND 






—_ 
tHe 6 


i). 1)0) 
LANCASHIRE 
ee New York Department: 


INSURANCE ( i £ — 
rr 85 John Street w aay) CASH CAPITAL 
as G/  $2.500,000.00 















HENRY W. GRAY, Manager 














NEW HAMPSHIRE 
FIRE INSURANCE CO. 
Manchester, N. H. 
ASSETS $14.675,712.03 


S) TOTAL LIABILITIES EXCEPT CAPITAL 
} $ 7,032,749.55 


POLICYHOLDERS' SURPLUS 





FREDERICK RICHARDSON, United States Manager 


GENERAL. BUILDING - 474 & WALNUT STS. 
PHILADELPHIA 














$ 7.642,.962.48 


FIRE REINSURANCE TREATIES * 
' FIFTY-EIGHT CONSECUTIVE YEARS OF PROGRESS 


Eagle Fire Insurance Company 


Sy 
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New Jersey 
Baltica Insurance Co., Ltd. 
Denmark 
Franklin W. Fort Thomas B. Donaldson 


18 Washington Place, Newark, N. J. 

















Address Home Office for Agency Connection 


ue FTAMPTON ROADS 
FIRE «> MARINE 
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FORT SCOTT, KANSAS 
































Insurance Company The Western Automobile Insurance Company 
The Western Automobile Casualty Company 
RORPOLE., Va. The Western Fire Insurance Company 
P. D. BAIN HENRY G. BARBEE - HOME OFFICES 
Chairman of the Board President ; FORT SCOTT, KANSAS 
{ Established in 1910. 
{ Operating in 20 States. 
GEORGE WASHINGTON LIFE { Combined Assets $2,870,200. 
INSURANCE COMPANY { Combined Capital and Surplus $1,080,392. 
Charleston, W. Va. { Cash Income, 1927, $2,002,796. 


Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite F . 
territory with Home Office registry and with power of ap- Desirable Agency opp ortunitces 
pointment of sub-agents. in unoccupied territories 
The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- E. C. GORDON RAY B. DUBOC 
gan, Oklahoma and Washington. Secretary President 


Address ERNEST C. MILAIR, Vice President and Sec’y. 
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NEW YORK FIRE INSUR= 
ANCE REPORT 


Premiums in Empire State Last Year 
Were $102,170,663 


ASSETS INCREASED $257,851,580 








Business in Force at Close of 1927 Totaled 
$217,420,874,343 

James A. Beha, Superintendent of Insurance 
of New York, is preparing to issue Part I 
of the sixty-ninth report of his department deal- 
ing with fire and marine insurance and sum- 
marizing the 1927 statements of all companies 
authorized in New York State. 


This volume is prefaced with the Superin- 
tendent’s report to the 1928 Legislature, in the 
form of text and tables, reviewing the year 


1927. 

The aggregate business of 275 joint-stock 
and 71 mutual fire and marine companies author- 
ized in New York State during 1927, and their 
condition at the end of that year, are shown 


as follows: 


Increase or 
Decrease Over 


1927 

December 31, assets.. $2,309,778,975 +$257,851,580 
EARDMUNOS. 6.08 bcuseae 1,233,135,427 + 63,091,177 
CORE oo. G6: clave sie 279,398,410 +24,931,862 
ee 797,245,138 169,828,541 
Premium income for 

EEE dso cba Oeek ed 1,021,539,071 —14,620,109 
Total income ....... 1,201,408,369 +5,952,169 
EGGNES. DAMN 6 <6-05s 3 484,276,452 —43,137,075 
Total disbursements 1,056,942,376 —36,393,738 
Risks written during 

year—fire ........ 170,005,974,728 —702,250,552 


Risks written during 

year—all other ...158,766,726,140 -+11,583,098,919 
In force at end o 

WOE cag cm eine wae 217,420,874,343 +14,560,456,365 

In addition to the above companies, sixteen 
Lloyds and inter-insurers show assets of $21,- 
099,398; liabilities of $6,741,268; premium in- 
come, $8,266,691; losses paid, $3,681,463. 

The total fire premiums received in New 
York State during 1927 by joint-stock and mu- 
tual companies, $102,170,663; fire losses in- 
curred, $44,401,682. 

Ocean marine premiums received by joint- 
stock and mutual companies in New York 
totaled $24,760,484; losses incurred, $17,478,637. 


All premiums other than fire and ocean ma- 
rine received by joint-stock and mutual com- 
panies in New York, including motor vehicle, 
aircraft, inland navigation, tornado, windstorm, 
hail, sprinkler leakage, earthquake, etc., $38,- 
256,153; losses incurred, $17,314,176. 

Total amount of fire risks written by joint- 
stock and mutual companies in New York dur- 
ing 1927, $14,626,130,700; decrease of $563,- 
374,195 over 1926. 

Total amount of ali risks other than fire writ- 
ten in New York, $36,725,064,600, an increase 
of $3,948,016,655; of which sum $7,008,289,519 
covered ocean marine risks, an increase of $40,- 
074,205 for 1927 over 1926. 


Earthquake insurance written in New York 
last year amounted to $24,683,557, as compared 
with $22,747,007 in the year previous, while 
aircraft insurance totaled $602,000, as against 
$147,000. 

To stock and mutual fire business may be 


added the business of 167 New York co-opera- 
tive fire companies, which are shown in an ad- 
vance report issued in April as having at the 
beginning of 1928 assets totaling $4,215,661, lia- 
iblities of $1,953,943, risks totaling $961,533,- 
361, losses paid in 1927, $2,831,653. 


Rain Insurance in Holland 

Rain insurance has made its apeparance in 
the Netherlands. Tickets for excursion trains 
with a specially reduced fare are sold in ad- 
vance, so that the necessary schedules can be 
prepared in time without interference with the 
timetable traffic. The Dutch railroads will 
offer insurance for an additional 10 per cent 
of the price of the ticket, so that the passenger 
gets the fare returned in full if, on the day of 


the excursion, more than three millimeters of 
rain fall between 11 A.M. and 5 P. M. The 
meterological institute has the final word as to 
the quantity of rain which has fallen and a 
bulletin will be posted on the railroad stations, 
where these tickets are sold, stating results. 


T. B. Humphreys to Represent Public Un- 
derwriters on Pacific Coast 

Thomas B. Humphreys of Los Angeles, man- 
ager of the Los Angeles branch office of the 
Pacific Coast department of the Pacific Fire In- 
surance Company of New York, has been ap- 
pointed general agent of the Public Under- 
writers of the Public Fire Insurance Company 
of Newark for the States of California, Ore- 
gon and Washington. 
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PACIFIC COAST DEPARTMENT OF 
THE AMERICAN AT SAN FRANCISCO 


Home and A road 


with 





Lhe American of Newark 


HE American has been doing business on 
the Pacific Coast since 1883. 





Its Pacific Dept. Offices 





GEORGE O. HOADLEY 
Manager 


Department office is located at 332 Pine St., 
San Francisco, and is under the management of 
George O. Hoadley, who acts in a like capacity 
for the Camden and the Rochester Department 
of the Great American. 


Mr. Hoadley began his insurance career in 
1891 at the Home office of the American, was 
advanced to a field position with the Western 
Department, and has served the Company on 
the Coast for more than twenty years. He is 
well and favorably known by the Agents in the 
territory under his supervision. 


JHE AMERICAN “ies 


NEWARK 


Capital $4,000,000. 
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ROCKFORD, ILL. 
BOSTON 


MEMPHIS 
SAN FRANCISCO 
TORONTO 


Foreign Offices 


BELGIUM 
BRAZIL 


BR. E. AFRICA 
DUTCH E. INDIES 
AND STRAITS 
SETTLEMENTS 
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American Re-Insurance Co. 


of Pennsylvania 
67 Wall Street New York, N. Y. 


Assets - - - - $5,295,365.27 
Capital and Surplus - - 2,093,903.92 


Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - 2,701,461.35 


RE-INSURANCE ONLY 
CASUALTY LINES 


Competing with no direct-writing Insurance Company 





Qualified before U. S. Treasury and Licensed by Principal States 


Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 














The Progressive Trend 
of 


The Minnesota Mutual Life 
Insurance Company 


As shown by “Sales Aids” now available 
for Field Representatives 


A wide variety of Policy Contracts to 
| For the Agent | fit every need. 








A Sales Manual of Working Plans on 
| For the Agent | Salary Continuance — Educational 
Plans—Retirement Income Bond, etc. 
The most definite aids for selection, 
| For General Agents | education, training and supervision of 
any Company in the United States. 


Openings at Toledo, Ohio, Wheeling, 




















| For General Agents | W. Va., El Paso, Texas, Portland, 
Oregon, and other desirable cities. 


Write 
THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, Minnesota 





























SECURITY FIRST 











Executive Offices Eastern Department 
UNION INDEMNITY BUILDING 100 MAIDEN LANE 
NEW ORLEANS NEW YORK 














Agency ownership of renewals guaranteed 


Territory: District of Columbia, Illinois, Indiana, Iowa, 
Kansas, Kentucky, Michigan, Maryland, Minnesota, 
Missouri, Nebraska, Ohio, Pennsylvania and Wisconsin. 


CENTRAL WEST CASUALTY COMPANY 
DETROIT 
Surplus to Policyholders December 31st, 1927 


$1,501,156.30 
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BALTIMORE NEW YORK 





” A PROGRESSIVE 


SURETY and CASUALTY 
COMPANY 
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- RESIDENCE BURGLARY 
POLICY 





New Form Gives Broader Coverage at 
Same Rates 





MANY FEATURES INCLUDED 





Losses After July 1 Will Be Settled on 
New Contract Basis 

Burglary insurance companies affiliated with 
the National Bureau of Casualty and Surety Un- 
derwriters will issue a more liberal residence 
burglary, robbery, theft and larceny policy on 
and after July 1. This policy contains new fea- 
tures, all of which accrue to the benefit of the 
insuring public. The policy was announced in 
Tue Spectator of May 31. 

The demand for the residence policy is con- 
stantly increasing and the companies are mak- 
ing it still more attractive for the policyholder 
by very materially broadening the coverage 
without increasing the rates. The present pol- 
icy already provides extremely broad coverage 
but in spite of this, certain questions in regard 
to coverage have arisen. To eliminate these 
situations is one of the principal objects of the 
new form. 

The following are some of the most impor- 
tant new features. The word “robbery” has 
been added to the indemnity paragraphs to make 
it clear that a holdup within the premises in- 
sured is covered. The policy covers in full on 
property while contained within a safe deposit 
box located in any bank or trust or safe de- 
posit company in the United States or Canada 
without any additional premium. 

In buildings occupied by not more than two 
families, insurance up to an amount of $100 
is provided on insured property in entrances and 
porches. In buildings occupied by more than 
two families, insurance up to an amount of 
$100 is provided on insured property in base- 
ments, laundries and storerooms. In private 
stables, garages and outbuildings insurance up 
to an amount of $100 is provided on insured 
property excluding money, securities, automo- 
biles and motorcycles and their equipment. All 
of these coverages may be increased by the pay- 
ment of an additional premium. 

The new policy limits the statement by the 
applicant as to previous cancelations and declina- 
tions of similar policies to a period of five years 
whereas the old policy made no limitation as to 
time. 

With the new conditions, the policyholder will 
now be indemnified for example for loss of a 
baby carriage or bicycle from a porch, golf 
sticks from an automobile in his garage and 
other similar losses which were not previously 
covered except by the payment of an additional 
premium. 

The companies will make these changes either 


by issuing a new policy or endorsing the pres- 
ent policy and it is stated that all losses suf- 
fered on and after July 1 will be settled upon 
the basis of the new form. With the policy 
form smoothed out in this manner, it is believed 
that the agents will make a new drive for this 
business because of the great demand and need 
tor it. 


ARTHUR H. WRIGHT PROMOTED 
Becomes New England Manager for Na- 
tional Casualty and Continental 
Casualty 

Arthur H. (“Art”) Wright has been pro- 
moted to the position of New England manager 
for the National Casualty Company of Detroit, 
and also for the Continental Casualty Company 
of Chicago, with headquarters at Hartford. 

Mr. Wright has been handling some special 
agency development work for the National Cas- 
ualty Company on the Pacific Coast and its rap- 
idly increasing business, coupled with the excel- 
lent results obtained by Mr. Wright, resulted 
in his promotion. Before he went to the Pacific 
Coast Mr. Wright was executive special agent 
handling development work for the Continental 
Casualty Company in eastern territory, and he 
is thoroughly familiar with the New England 
field. 


Warns Against Unlicensed Carriers 
(Concluded from page 3) 


the individual States are as powerless to act as 
the individual provinces in Canada. The use 
of the radio has given fresh impetus to the 
problem. These organizations are usually domi- 
ciled in States, the laws of which give no 
authority to the Superintendent of Insurance to 
restrain or regulate the operations of such 
companies in other States. A committee was 
appointed to lay the case before the United 
States postal authorities at Washington, D. C. 


Creditors of Jewelers’ Safety Fund Will 
Get Claims in Full 

According to Superintendent of Insurance 
James A. Beha, New York, creditors of the 
Jewelers Safety Fund Society, which failed in 
that city last fall, will receive settlement of 
their claims in full together with interest on 
the amounts. 





Watch for This! 

What is probably the most concise and 
valuable article on aviation insurance yet 
written will appear in an early issue of 
THE Spectator. Jt is by an insurance 
company executive who is also an active 
pilot of many years’ experience. He 
knows the game and knows how to tell 
about it. 
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TO HAVE FIRE RUNNING 
MATE 





National Surety Is Latest to Form 
Complete Group 





LETTER OF NOTIFICATION TO AGENTS 
New Organization Will Have Not Less 
Than $2,000,000 Surplus 

President E. A. St. John, of the National 
Surety Company of New York, recently sent 
a letter to all the agents of the company which 
confirms the opinion that the National Surety 
is soon to organize a fire insurance company 
to place the group on a basis to write all classes 
of insurance excepting life. 

In the letter President St. John refers to 
the announcement made at the company’s con- 
vention at Atlantic City last summer by Chair- 
man William B. Joyce in which he said that 
the National Surety management was con- 
templating the organization of a fire insurance 
company as a running mate. 

President St. John asks the National Surety 
agents to express their views on the proposed 
fire company as to the representation when 
formed, the amount of business they would 
expect to give it, and what stock interest they 
might desire should the company decide to ap- 
portion a part of the capital for that purpose. 
When formed, President St. John said, the 
new fire company will have an initial capital 
of not less than $1,000,000 and a surplus of at 
least $2,000,000. 


Century Indemnity Appoints R. H. Fornoff 

The Century Indemnity Company, Hartford, 
has announced the appointment of Ralph H. 
Fornoff as manager of the Chicago claim divi- 
sion. Mr. Fornoff started with the Travelers as 
investigator in 1910, and later became adjuster 
in charge of their Pittsburgh office. During the 
World War he served as captain of the 28th 
Division A. E. F. Upon his return he was sent 
south by the Travelers to undertake compensa- 
tion work in Tennessee. Two or three years 
later he joined the Pittsburgh office of the Globe 
Indemnity Company, where he remained for five 
years, resigning to become manager of the Cen- 
tury’s Pittsburgh claim division in September of 
last year. 


Hartford Accident’s “Interview Contest” 
Concluded 

The Hartford Acident and Indemnity Com- 
pany will, next week, announce the winners of 
the three awards offered by the company last 
January for the best “newspaper interviews” 
submitted by any licensed agent or broker in 
the United States. The winning papers, as well 
as a number of those receiving honorable men- 
tion, will be published by the company. 
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SAN FRANCISCO 
RICHMOND 


NEW YORK 
MINNEAPOLIS 


Marsh & McLennan 
INSURANCE 


Fire Liability Marine 


175 W. Jackson Blvd., Chicago 





London Seattle Montreal] 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 




















SUPERIOR 
SERVICE! 


The word SERVICE in its true sense, 
is the keynote constantly sounded 
throughout this rapidly growing or- 
ganization. 


Let us prove that our SERVICE is 
SUPERIOR by placing your next 
Bond with the 


DETROIT FIDELITY AND 
SURETY COMPANY 


HOMER H. McKEE, President 


DETROIT, MICHIGAN 




















DOWN TO BRASS 
TACKS 


HIS remarkable volume was compiled 

by Chauncey S. S. Miller and is based 

on actual experience and proved ideas. 

Agents, field men, company executives and 

publicity and advertising directors who 

have seen advance proofs call it the prac- 
tical answer to a definite problem. 


WHAT OTHERS SAY OF 
THIS NEW BOOK 


Lyle A. Stephenson, Local Agent, Kansas 
City, Mo.—I have just finished reading Chaun- 
cey Miller's book. Out of many fruitful years 
of practical experience he is offering at a pre- 
mium of $2.85 a direct-mail volume, Down To 
Brass Tacks, which, in my opinion, “hits the 
nail on the head.” 


I have used his ideas and have mailed out 
ten letters on which my commission return 
was $285. If one puts his suggestions into 
practice in a practical manner, the results are 
inevitable. This reference book is stripped of 
all bunk psychology and is a real business- 
builder. 


PRICE $2.85 
Discount on quantity orders 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 


ORDER YOUR COPY TODAY 








THE SPECTATOR COMPANY 192 
135 William St., New York, N. Y. 


Please send cop——- of Down To Brass Tacks 








for which agree to pay you $2.85 per copy. 





Name 





Address 
SP 
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KENTUCKY AGENTS’ 
MEETING 


Sessions Held at Louisville Last Week 








STATE INSURANCE COMMISSIONER A 
- SPEAKER 





Paul H. Eastham, President of Association, 
Wielded Gavel 


Franxrort, Ky., June 30.—The Kentucky 
Association of Insurance Agents met here in 
Louisville, on June 28 and 29. The convention 
was held at the Seelbach Hotel and was marked 
by addresses of casualty and fire insurance com- 
pany officials of national prominence. Dele- 
gates from throughout Kentucky and the Nation 
were present. 


The convention was called to order Thurs- 
day morning by Paul H. Eastham, president. 
There were addresses of welcome by Mayor 
William B. Harrison and A. G. Chapman, 
‘president of the Louisville Board of Fire Un- 
derwriters. Charles J. Smith of Lexington, Ky., 
responded on behalf.of the Kentucky group. 
The remainder of the first morning session 
was devoted to general discussion led by George 
Burkley, Edward J. Miller, Louisville, and S. 
B. Moxley of Shelbyville, Ky. 


In the afternoon, addresses were made by 
Charles L. Candy, of Birmingham, Ala., presi- 
dent of the Alabama Association of Insurance 
Agents and representative of the National As- 


eS ANA ETAT SS SS A a SS 
SEVEN 7 POINT FULL COVERAGE AUTOMOBILE POLICY 





sociation of Agents; Frank M. Chandler of 
Chicago, Ill., assistant, Western Manager of the 
Employers Fire Insurance Company and the 
Employers Liability Assurance Corporation of 
Boston; Young E. Allison, vice-president of the 
Insurance Field of Louisville, Ky., and the 
executive secretary of the Louisville Board of 
Fire Underwriters. A banquet addressed by 
Leon P. Lewis of Louisville and member of the 
legislature was held Thursday night. 


On Friday morning, June 29th, speakers 
included George Ewald, president of the Union 
Central Bank; John F. Stafford, Western man- 
ager of the Sun Insurance Office, and Stanley 
Maynard, vice-president and Western manager 
for the New York Indemnity Company. In 
the afternoon there were addresses by Insur- 
ance Commissioner Shelton M. Saufley and J. 
E. Bowman, special agent for the Fire Asso- 
ciation of Philadelphia. 


Paramount Indemnity Being Launched 


Announcement has been made of intention 
to incorporate the Paramount Indemnity Com- 
pany of New York with a paid-up capital of 
$450,000. The incorporators are: I. Newton 
Brozan, Morris F. Steinberger, Mare V. 
Abrams, James J. Colt, Ralph Wellerson, Her- 
man Miller, Joseph Luchs, Frederick Rossman, 
Elios Buegeleisen, B. J. Kline, Jacob Hofman, 
Percy H. Omin and James V. Worth. 








Off'ces in Ch cago at 35 
East Wacker Drive 


Facts you should know about the Re- 
public Casualty & Surety Company: 


1. Stock Company with ample re- 


sources. 
2. Progressive management. 
3. Strong Board of Directors. 
| 4. Ability to finance any expansion. 
“a 5. Advanced ideas in insurance 
 ———_ underwriting. 


russ REPUBLIC 3& 
CASUALTY & SURETY COMPANY 
35 East Wacker Drive, Chicago 





AUTOMOBILE 


INSURANCE 
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AUTO COLLISION RATES 
IN MICHIGAN 





Differences Discussed at Special 
Meeting of Representatives 





TEMPORARY AGREEMENT REACHED 





Conference Schedule Will Be Adhered to 
Until Final Settlement 

LansIncG, MicH., June 30.—Conference colli- 
sion rates will be adhered to without exception 
by members of the Lansing Fire and Casualty 
Underwriters Association for a month, at least, 
it was agreed by the agents attending a special 
meeting of the local board, called recently to 
discuss what appeared to be an impending rate 
war in the automobile field. 

While it proved impossible to arrive at a 
definite and final decision in regard to the situ- 
ation which would satisfy all of the members 
present, the most radical of the dissenters from 
regular practice admitted it would be best to 
give the conference schedule a thorough trial 
on all new business solicited during the ensuing 
month. What will follow the month’s trial ap- 
pears to be problematical but those agents who 
have been adhering to the companies’ rates are 
inclined to believe that the crisis has been 
averted and that the rate cutters will see the 
error of their way. 

The meeting here was attended by all but two 
of the active association members and by four 
company men. It was marked by some very 
frank discussion of the local situation in which 
agencies and their practices were classified quite 
openly. Some who had been accused of occa- 
sional rate concessions in order to obtain fleet . 
business are understood to have denied a wish 
to cut into the business of other agents. One 
of the agents who has been the target of most 
criticism on account of the fact that he has 
been writing all business on the old collision 
rate basis, which was much below the current 
schedule, tacitly admitted the charges but 
evinced a desire to co-operate in the proposed 
month’s trial of conference rates. It is un- 
derstood that this agency has been placing all 
of its cut-rate business with a non-conference 
carrier, although it represents a conference com- 
pany which writes a large automobile volume 
and which sent one of its automobile depart- 
ment officials to the agents’ meeting. 

It is generally admitted that there is much 
dissatisfaction with the conference collision 
schedule as the agents run into hot competition 
with mutual and reciprocal carriers which are 
extraordinarily strong in Michigan. 


Wants Compensation Bureau Administered 
by Industrial Board 

The second part of the report of Professor 
Lindsay Rogers, Moreland act commissioner 
appointed by Governor Alfred E. Smith of New 
York, suggests that the administration of the 
Bureau of Workmen’s Compensation in the Em- 
pire State should be taken from the industrial 
commissioner and be placed under the indus- 
trial board so that a board of five, and not one 
man, would exercise the administrative power. 








THE SPECTATOR 





Thursday 




















Writing Fire, Windstorm and all Kindred 
Lines—World-wide Facilities 
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NorRTHERN INsuRANCE Co. 


OF NEW YORK 
83 MAIDEN LANE NEW YORK 


FIRE 
AUTOMOBILE 











THE PEOPLES LIFE INSURANCE C0. 


(Illinois) 
A Legal Reserve Co. Organized in 1908 


Every Desirable Provision 
Contained in our Policies 
Peoples Life Bldg. 
Chicago 
SEYMOUR STEDMAN, Pres. 


Home Office 


THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society Composed Exclusively of 
Women in the World 


Organized October 1, 1892 
WOMEN DEPUTIES WANTED 
Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants. 
aE IE ORE csi coe OR eRe law 0 s5-o eibiha Se $24,000,000 
Benefits Paid since Organization Over....... 36,000,000 


For further information write to 
THE INTERNATIONAL HEADQUARTERS 


W. B. A. Building Port Huron, Michigan 
Miss Frances D. Partridge 





Miss Bina M. West 
Supreme President Supreme Secretary 

















Field Annuals 


Insurance Directories 


for 


*Greater New York 

{New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*®City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY | 


Incorporated 





Are You The Man? 


If so, and you can prove it, an unusual opportunity awaits you. Anestab- 
ed and progressive 


LIFE INSURANCE COMPANY 
intends to open an Agency in 
BRADFORD, PA. 


If offers—to the right man—an exceptionally good proposition. 
The man we want must have a clean and commendable record. He should 
also know how to select, train, and stimulate sub-agents. 
Compensation will include generous commissions and renewals with drawing 
account or salary and expenses. 
= you can “‘fill the bill,” write and tell us all about yourself, in strict confi- 

lence. 

Address Agency Manager, care THE SPECTATOR. 














ROYAL 
UNION 
LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


Paid to Policyholders, over 
$26,000,000.00 


Insurance in Force 


$141,178,497.00 
A. C. TUCKER, President 
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HARTFORD ACCIDENTS SEAL 


Origin of Corporate Stamp of Com- 
pany Described 








DERIVED FROM HERTFORD, ENGLAND 





Cross Between Antlers of Famous Stag Is 
Emblem of St. Hubert 

An interesting light was thrown on the his- 
tory of the official seal of the Hartford Acci- 
dent and Indemnity Company, Hartford, when 
A. W. Spaulding, advertising manager of the 
organization, recently received the following let- 
ter from John P. Sambels who was assistant 
education officer of the Hertfordshire County 
council, England, until his retirement in 1926: 

It gives me pleasure to state that the emblem 
you have adopted as your trademark consists, 
as to the center, of the arms of the borough 
of Hertford which were granted by the king 
through the College of Herald. These arms 
are engraven on a seal, a print of which I 
enclose, by which you may learn that the device 
on the left upper corner of your note paper is 
a very faithful copy, as to the central part. 
The inscription around the rim of the seal 
reads as follows: R. D. G,, the Seale of the 
Boroughe Towne and Harforde. (This R. D. 
G. means Richard Dei Gratia; that is, Richard 
by the grace of God, King. I have searched 
and enquired extensively as to which king it 
was who awarded the seal. No one is certain, 
but all assume that it was Richard II.) You 
have substituted the title of your company, in 
modern English, for these words, and thus se- 
cured a very chaste and venerable looking trade- 
mark, 

The seal consists of a hart or stag with a 
cross between its antlers; shallow and wide run- 
ning water—a ford; rushes, flags, and coarse 
herbage on the bank and a tall tree; a Norman 
castle with a portcullis at the entrance. This 
device is carved in stone without the inscrip- 
tion as on the seal, on the front of the Corn 
Exchange in the center of the town, which was 
built and owned by the corporation. 

After reciting the story of St. Hubert, with 
which every parochial school child is familiar, 
as an explanation of the reason for the cross 
between the antlers of the stag on the old Hert- 
ford seal, which is maintained in the seal of the 
Hartford Accident, the letter continued: 


Thus the College of Heralds included the 
luminous cross to shew the connection with 
the saint and also the connection of Hertford 
with the great forest of Epping, a practice 
which the college frequently followed. 

This brings me to the ford in which the stag 
stands. A short distance west of the center of 
the town two fairly large rivers join. The 
Lee, which rises some fifteen miles northwest 
and the Mimram, which rises some nine miles 
also northwest but in a parallel valley to that 
of the Lee, about two miles distant. Together, 
as joined, they flow through the town which 
they enter between low banks through luscious 
meadows, until they come to the level plot of 
ground on which the various castles throughout 
the ages have in succession been built. At that 
spot the banks become slopes, the waters spread 
wide through which beasts waded—a ford, 
represented at present by a long depression in 
one of the main streets, known even to-day as 
“the Wash.” The river has been cofined be- 
tween walls at the western side of the Wash 
and is crossed by a bridge. The waters, thus 
dammed, work an undershot mill wheel. Con- 
sequently it was quite correct to represent the 
hart as crossing the river, or standing in it 
at the ford, thus giving us Hartford. 


The rank herbage on the river bank indicates 
the fertility of the many valleys, each of which 
contains a river or brook, throughout our very 
pretty county, which is celebrated for its 
majestic oaks, its tall stately elms which nod 
in the breeze like huge plumes, and its purple 
tinted firs. Thus in heraldry nothing is inserted 
merely as ornament, but has some significance. 

The castle shown on the picture of the seal 
here before us is the most stately and modern 
of any I have seen thus depicted, others show- 
ing square buildings with arched windows, 
larger in proportion and one central square 
tower, low roofed. 

The castle grounds form a rough oblong 
about five acres in extent and about one-half of 
which is enclosed by the quiet flowing river 
Lee which here forms a bend. The other por- 
tion of the oblong has a moat, connecting at each 
of its ends with the river, thus completely iso- 





SEAL OF THE Hartrorp ACCIDENT AND 
IpEMNITY COMPANY 

lating it for defensive purposes in the old days. 
The moat has long since been dry and in places 
has been filled. At a spot nearest to the Wash 
in this oblong enclosure stands a large mound 
with a depression in its center. This mound 
is the earliest attempt at a “castle” for defense 
purposes, holding command of the ford. It is 
attributed by many to the Saxon king Ethel- 
red, known to us as school boys as the “Un- 
ready.” He preceded Alfred who allowed the 
cakes placed in his charge to burn. 


, 


Maryland Casualty Picks ‘“‘Miss Marcasco’ 

Miss Madalyn Davis was selected as Miss 
Marcasco, 1928, at the annual excursion of the 
Marcasco Alumni Association of the Maryland 
Casualty Company, Baltimore, held at Tol- 
chester, Md., June 26. Miss Sophia Morris 
and Miss Doris Penn were chosen as her ladies- 


in-waiting. 


J. D. Harvey Appointed Resident Manager 
in Syracuse for Maryland Casualty 
Company 


President F. Highlands Burns of the Mary- 
land Casualty Company has announced the open- 
ing of a branch office in charge of J. D. Harvey 
as resident manager of Onondaga County, at 
207 State Tower Building, Syracuse. 

He has been in the insurance business since 
1922 when he entered the service of the Atna 
Casualty and Surety Company as adjuster. He 
came with the Maryland Casualty Company in 
August, 1924, and shortly after was made man- 
ager of the Jacksonville office. 


Mr. Harvey is a native of Watch Hill, R. I. 
He attended Rhode Island State College until 
the war, when he entered the Cadet Army Air 
Service. He attended the Princeton University 
School of Military Aeronautics. From Prince- 
ton he went to the University of Texas, and 
was sent to the Southern Field at Americus, 
Ga., and was later transferred to Kelly Field, 
San Antonio, Tex. Following the war he at- 
tended the Georgetown University School of 
Law. 


Liabiliity in British Government Air Ports 


—tThe “Notice to Airmen” publishes a ruling by 
the British Air Council which supervises all 
British Government air ports, stating that no 
liability is accepted for damage to airships, 
freight, mail or any other objects due to fire, 
accident, water, windstorm, explosion or any 
other cause, or for accident, to and death of 
passengers, mechanics, pilots and all other per- 
sonnel in starting, landing or storing of air- 
ships in a government airport, even though such 
accident, damage or death be due to negligence 
of a government employee or official. 

The use of all equipment, tools, cranes, 
hangers, etc., in a government airport is entirely 
at the risk of ‘the party using such facilities. 
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EVERY YEAR A RECORD YEAR 








Yea Income Assets Paid Policyholders Since Organization 
1909 $9,248.00 $5,683.00 $722.46 

1818 $234,570.00 $55,825.00 $320,985.43 
1917 $758,923.85 $365,736.81 $1,307,881.83 
121 $2,374,671.38 $1, 499,846.33 $4,234 ,599.59 


122 © $2,891,874.11 $1,722,207.46 $5,763,009.64 
1923 $3,337,492.14 $2,119,695.57 $7,385,699.08 


wes $3,855,894.05 $2,502,432.78 $9,000,482.67 
ws $4,149, 212.10 $3, 233, 262.12 $10,787,655.97 
2s $4,561,500.50 $3, 937,616.33 $12,747,722.65 


BUSINESS MEN’S 
ASSURANCE COMPANY | 


W. T. Grant, President Kansas City, Mo. 
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Company Proof of the 
of Pudding 


Cc NSE Every Des Moines Life agent welcomes the 
0-0pel ation opportunity of telling how he is increasing 
_——— +« his earnings by using the prospect leads and 


JJ Shambaugh 


President. 


C] C) 
DesMoines Life & Annuity Co. 


Des Moines. fowa. 


personal selling helps which we furnish. 








Interested? Write for openings! 

















Underwriting Methods | 
that are 


Sound — Liberal — Modern 


THE NEW ENGLAND MUTUAL LIFE 
INSURANCE CO. 


87 Milk Street, Boston 
































1928 


Che Oldest Life Insurance Company 
in the West. Desirable territory open 
for live agents. Has an enviable record 


for liberal dealing. 


ST. LOUIS MUTUAL LIFE INSURANCE CO, 
ST. LOUIS, MO. 






| pt eo) Some Se = 


CEDAR RAPIDS 
oS ee PS = 7-N, fod =a ovot 


CONTRACT 
]GOOD 2e8 SEF 
| FOR GOOD MEN 


| CBRobbins, Pres. CA Svaboda; Secy 
i} HOME OFFICE: CEDAR RAPIDS, IOWA 


















The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings pom of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 

















Another ATLANTIC 
Advantage! 


Rated as “Excellent” by 
A. M. Best and Company 


Honestly It’s the Best Policy 


Atlantic Life Insurance 
Company 


Richmond, Virginia 




















OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 









































PUBLICATIONS OF C. & E. LAYTON 

The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of publications on fire, life, marine and other branches of 
— embrace the most valuable and standard treatises on these sub- 
ects. 

SEND TEN CENT STAMP FOR CATALOGUE. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 

















INCOME INSURANCE 
SPECIALISTS 


Opportunities for Salesmen in 47 States 
Address H. A. LUTHER, 2d Vice-Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
208 S. LaSalle St. Chicago, IIl. 
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LIFE COMPANIES AS 
CASUALTY MARKETS 


Compensation and Auto Coverage 
Survey by American Life 
Convention 








DATA SHOW LACK OF FULL 
INDEMNITY 





Of 134 Companies, 104 Do Not Carry Com- 
pensation and 113 Are Without Auto 
Damage 

That comparatively few life insurance compa- 
nies have protected themselves by carrying pub- 
lic liability and workmen’s compensation insur- 
ance upon their agents in the field and property 
damage insurance on automobiles used by their 
agents in the pursuit of the profession of life 
insurance is indicated by a very interesting sur- 
vey recently completed by the American Life 
Convention, with headquarters in the Shell 
Building, St. Louis, Mo. 

Recent inquiries received at the Convention’s 
offices, prompted respectively by the California 
ruling in the case of Dillon vs. Prudential Life 
Insurance Company, which held the insurance 
company liable for the torts of its agent, and a 
Michigan decision that an insurance company is 
liable for the accidental death of an agent 
while soliciting business, were the basis for the 
survey made by the American Life Convention. 

In order to answer the inquiries intelligently, 
the Convention sent out a questionnaire to all 
the member companies, inquiring as to their 
practice in this matter. 

In all, 134 companies sent in replies and it 
was found that of these 104 do not carry any 
workmen’s compensation insurance on _ their 
agents, while 110 companies are without liability 
insurance on agents. 

Further it was found that the greater ma- 
jority of the companies that do carry workmen’s 
compensation and liability insurance restrict 
such coverages. 

In respect to workmen’s compensation insur- 
ance it was learned that of six companies in- 
suring soliciting and general agents, two com- 
panies cover all full-time agents and another 
soliciting agents only. 

Of the twenty-four companies that reported 
property damage and public liability insurance 
on agents’ automobiles a very wide divergence 
in coverage was apparent. Property damage 
lines ranged from $1000 to $10,000, while on 
public liability $5000/$10,000 to $100,000 was 
reported. 

The following is a complete digest of the 
survey on property damage and liability insur- 
ance: 

SOLICITING AGENTS 


Co. Property Damage = Publie Liability Coverage 
1 $1,000  $10,000/$20,000 Blanket 
2 Nane $10,000 Blanket 
3 $2,000  $10,000/$50,000 Blanket 
’ . So ee $10,000/$20,000 ........ 
5 $1,000/$2,000 $10,000/$20,000 Blanket 
$20,000/$40,000 (Some separate) 
6 $1,000 $5,000/$10,000 Blanket 
7 None _ $10,000/$20,000 Blanket 
8 None $5,000 
Death $10,000 Blanket 
9 $1,000 $40,000 Blanket 
10 $10,000 $20,000 Blanket 
11 $1,000  $10,000/$20,000 Blanket 
12 $1,000 $5,000/$10,000 = lanket 
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14 $2,000 $10,000 Blanke 
15 $1,000 $5,000/$10,000 Blanket 
16 $10,00 $10,000 Separate 
SALARIED AGENTS, SUPERVISORS, ETC. 
Co. PropertyDamage Public Liability Coverage 
| | Mm EE Ss $25,000 Blanket 
(Salaried supervisors) 
18 $1,000 I a 
(Company owned cars) 
19 $1,000  $5,000/$10,000 Separate 
(Agency supervisors cars) 


20 $1,000  $10,000/$20,000 Separate 
(Salaried men under company supervision) 

21 $3,000 $35,000/$70,000 Separate 
(Agency supervisors and supt. Farm Loan Dept. Only) 

y - mremne  t Sa 2 Separate 


(Salaried field employes) 

23 $1,000  $15,000/$25,000 Separate 
(Company’s cars in treasury department) 

24 $40,000 Separate 


(Company owned cars) 
© Requires agents operating automobiles to carry liability insurance 
covering company as well as agent. 

Of the 134 companies which responded, 110 
companies do not carry liability insurance, 113 
do not carry property damage insurance. But 
thirteen companies carry property damage and 
public liability on soliciting agents. Of these, 
six restrict property damage to $1000, one to 
$1000/$2000, two to $2000 and two to $10,000. 
One company did not state coverage. On liabil- 
ity insurance the most popular coverage for so- 
liciting agents is. $10,000/$20,000 with five com- 
panies so protecting themselves. Four carry 
$5000/$10,000 limits and three flat $10,000. 
Fifteen companies carry blanket coverage on 
soliciting agents while one company has separate 
coverage. Separate coverage is the rule for 
salaried agents, supervisors etc., the survey in- 
dicates. 


Many Company Representatives Present 


Many executives of fire and casualty compa- 
nies visited Poland Springs during the meeting 
of the New England Association. Among them 
were Spencer Welton, president, New York In- 
demnity Company; Sidney R. Kennedy, presi- 
dent, Buffalo Insurance Company; J. C. Heyer, 
vice-president, Metropolitan Casualty Company ; 
Charles C. Hannah, Eastern manager, Fireman’s 
Fund Insurance Company; Richard H. Thomp- 
son, vice-president, Maryland Casualty Com- 
pany; R. R. Clark, United States manager, 
Caledonian Insurance Company; R. W. Wight, 
superintendent of agents, Travelers Fire In- 
surance Company; Arthur L. Tash, resident 
vice-president at Boston, John G. Yost, assistant 
secretary, and William M. Baker, Eastern 
agency manager of the Fidelity and Deposit 
Company of Baltimore. 


Upper Harlem Taxpayers Mutual 
Incorporating 


The Upper Harlem Taxpayers Mutual Insur- 
ance Association of New York has advertised 
its intention to incorporate for the purpose of 
transacting liability insurance business. The in- 
corporators are: Samuel D. Tomback, Fortunato 
D’Onofrio, Jacob Price, Asa Lemlein, Reuben 
J. Wiltstein, Morris Mankovitz, Abraham H. 
Hamel, Wm. S. Prince, Isidore Braveman, 
Julius Breitbart, Frank Jankowitz, Samuel 
Schachter, Max Tischler, Leopold Weiss and 
Louis A. Litzsky. 
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Standard Accident Reaches $1,000,000 
Mark in Auto Business 

The million dollar mark in gross automo- 
bile business was reached for the first time by 
the Standard Accident Insurance Company, De- 
troit, during both April and May, according to 
figures given out by Otway Conard, superin- 
tendent of the automobile department of that 
organization. 

In April, the gross automobile business writ- 
ten by the company amounted to $1,008,158 ex- 
clusive of reinsurance ceded. The figures for 
May exceeded these by $15,159, the total being 
$1,023,317. These are the two greatest auto- 
mobile months ever registered in the history 
of the Standard. 
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if | were seehi 
Surety connection 
By JOHN SEIBELS of 


Seibels Bruce & Company, General Agents 
Columbia, S. C. 


I should select the National Surety 
Company because it is the WORLD’S 
LARGEST SURETY COMPANY, 
doing the largest business in its class 
and enjoying a fine reputation for 
liberality and fair dealing. 


The company further appeals to us 
because of its exceptional personnel— 
the officers and directors constituting 
one of the strongest and most aggres- 
sive boards of any financial institution 
in the United States. 


There is no problem to which it 
will not give sympathetic considera- 
tion, and it may be depended upon 
always to be at the forefront of ag- 
gressive originality. 





If you’d like to know more about 
National Surety Company service and 
would like to find out if we have an 
opening in your town, clip this ad, 
attach it to your letterhead and send 
to : 


NATIONAL SURETY COMPANY 


World’s Largest Surety Company 
115 Broadway New York 
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INSURANCE STOCK QUOTATIONS 


All Bids and Quotations Subject to Con- 
firmation 
The following quotations, as of July 2, 
1928, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SPECTATOR will endeavor to supply the data: 


Bid Offered 

American Alliance 

Arthur Atkins & Co., N. Y.......... 550 590 
American Equitable (ex Nets) 

Henry G. annany ~ — * a errr 30 32 

J. Roy Prosser & Co., N. Y.......+. 30 32 
American Equitable (Ri igs) 

Henry G. Rolston & Serer 20 22 
American Insurance Co. _ Newark 

Arthur Atkins & Co., N. Y.......... 29 31 

Miliken & Pell, Newark, N.J....... 28 3 

J. S. Rippel & Co., Newark....-.... 284% 2914 

L. A. Hollander & ’Co., Newark...... 28 30 


American Ins. of Newark (rights when issued) 
Miliken & Pell, Newark............. 6 
J. 8. Rippel & Co., ey eee 3 3% 

American Surety 


Lewis & Co., Hartford...........++- 315 320 
Bankers & Ship _ 
McKinley & Ger eee 500 560 
Arthur Atkins x Sp Oy eae = 550 as 
Bankers Indemnity (Newark) 
Miliken & Pell, Newark, N. J....... 22 24 
J. S. Rippel & Co., Newark......... 23 24 
L. A. Hollander & Co., Newark...... 22 24 
Baltimore-American 
1; Roy Prosser & Co., N. Y......... 85 90 
enry G. Rolston & Co., x , ee 83 87 
Brooklyn Fire 
J. Roy Prosser & Co., N. Y......... 103 108 
Henry G. Rolston & Co., he gee 100 108 
Camden Fire 
Arthur Atkins & os fe 30 33 
McKinley & Co., N,V... ....ccccese 31 33 
Morley, Wood & Cs. ee 30 32 
L. A. Hollander & Co., Newark...... 30 32 
Miliken & Pell, Newark tears ae ek oe 30 32 
Carolina Insurance 
J. Roy Prosser & Co., N. Y......... 59 62 
Arthur Atkins & Co., N. Y.......... 56 60 
City of New York Ins. Co. 
Arthur Atkins & Co., N. Y.......... 600 650 
Commercial Cas. Ins. Co. 
Miliken & Pell, Newark, N.J....... 53 06 
J. S. Rippel & Co., Newark......... 54 7 
Constitution Ind. Co. 
Morley, Wood & Co., PAE gos assess 32 38 
Continental Ins. Co. 
Lewis & Hartford..........es++es0- 80 81 
Eagle Fire (Newark) 
J. S. Rippel & Co., Newark......... 95 100 
Excess Ins. Co. of America 
Wert OGG, Ne Wis oc cc cvcic teicvevess 16 19 
Fidelity and Casualt 
Arthur Atkins & Co., N. Y.......-..- 192 199 
J. Roy Prosser & Co., i Sere 195 200 
Fidelity-Phenix os 
Lewis & Co., Hartiord.............. 78 79 
Fire Assn. of Philadelphia _— rights) 
Morley, Wood & Co., Phila......... 4914 504% 
Fire Assn. of Patiescinbin W Rights) 
Morley, Wood & Co., Phila......... > 
Firemen’s Insurance Co. of Newark : 
Miliken & Pell, Newark, * . ae 51 52 
Henry G. Rolston & Co. ee 50 52 
J. S. Rippel & Co., eae pipes 51 52 
L. A. Hollander & Co., Newark...... 51 52 
Franklin Fire 
L. A. Hollander & Co., Newark...... 365 380 
v. 360 380 


Arthur Atkins & Co., N. Y 


Glens Falls 

Arthur Atkins & Co., N. Y.......... 

Lewis & Co., Tart. iss. ccahes 

Roy Pres & Co5. Ih. Woo. 5 és cece oe 
Globe & Rutgers 

Lewie & Co., Hartford .......5:..0600.5 

L. A. Hollander & Co., Newark...... 

Arthur Atkins & Co., N. Y 
Great American Ins. Co. 

L. A. Hollander & Co., Newark...... 

Henry G. Rolston & Co. CO SS ee 

J. Roy Prosser & Co., 

Arthur Atkins & Co.,. nN: . Se 

Lewis & Co., Hartiord. ......0..00s00 
Guardian Fire Assn. Corp. (new stock) 

Henry G. Rolston & Co., N. Y 
Hanover Fire (new stock) 

Axthut Atkin’ & COINS Y o6's sc c0sse 

Lewis & CO., HAGE. occ coe ccecwsee 
Halifax Fire (ex rights) 

Morley, Wood & Co., Phila......... 

Perez F. Huff & Co., N. Y 

J. Roy Prosser & Co., N 
Halifax Fire (Rights) 

Morley, Wood & at ee eee 

Perez F. Huff & Co., 

J. Roy Prosser & Co., N. : a 
Harmonia Ins. Co. 

J.Roy Prosser & Co., N. V......... 

Arthur Atkins & Co., N. Y 
Home 

J. Roy Prosser & Co., 

McKinley & Co., N. 54 

Lewis & Co., Hartford 
Hudson Cas. Ins. Co. 

McKinley & Co., N. VY 
Importers and Exrorters 

Arthur Atkins & Co., N. Y 
Independence Indemnity (new stock) 

Morley, Wood & oa a 

Perez F. Huff & Co., N. 

J. Roy Prosser & Co., N. VW... 2000 
Independence Fire Ins, Co. 

Morley, Wood & Co., Phila......... 
Ins. Co. of North America - rights) 

Morley, Wood & Co., Pnila......... 

Lewis & Co., Hartford.............. 
Insurance Co. of North — (rights) 

Morley, Wood & Co., Phila 

Lewis & Co., Hastie. eae onc ha waleres's 
Maryland Casualty 

Lewis & Co., Hartford.............. 
Merchants Fire Ins. Co. 

Arthur Atkins & Co., N. Y.......... 
Milwaukee Mechanics 

Arthur Atkins & Co., N. V.......... 

Henry G. Rolston & Co., Gat Seen 
Missouri State Life 

Arthur Atkins & Co., N. Y.......... 

Perez F. Huff & Co., "New York...... 
National Liberty (ex rights) 

Henry G. Rolston & “3 he 2 
J. Roy Prosser & Co., 
National Liberty as 

J. Roy Prosser & Co,, N. ¥ .......... 
National Surety 

McKinley & Co., N. 

Lewis & Go., Martiond. ........00.% 
National Union 

J. Roy Prosser & Co., N. V......... 
New Amsterdam Cas. 

MeKiniey & Cou, N.Y. occ csaccces 
New Brunswick Ins. Co. . 

Morley, Wood & Co., ce, 
New Jersey Ins. Co. 

J. S. Rippel & Co., Newark......... 

Henry G. Rolston & Gg Nee 6 co's 
New York Casualty Co. 

J. Roy Prosser & Co., N. Y......... 

Lewis & Co., Hartford.............. 
New York Casualty (rights) 

J. Roy Prosser & Co., N. Y......... 
Niagara Fire 

J. Roy Prosser & Co., N. Y......... 





55 
55 


84 
814 


163 
360 


45 
46 


94 
94 


85 
86 


9 


304 
303 


320 
72 
56 


63 
60 


93 
92 


4 
140 


32 
34 
31 
24 


57 
56 


914 
914 


167 
380 


49 
49 


96 
96 


85 
90 


914 


308 
306 


350 
74 
59 


68 
70 


98 
97 


146 


Lewis & Co., Hartford............0. 
North River Ins. Co. 

Arthur Atkins & Co., N. Y.......... 

Henry G. Rolston & Co. he BE Es 
Poagine National 

J. Roy Prosser & Co., N. Y......... 
Public Fire (Newark) 

J. S. Rippel & Co., Newark......... 

Miliken & Pell, Newark............. 
Philadelphia National Fire 

Morley, Wood & Co., Phila......... 
Reliance Fire 

Morley, Wood & Co., Phila......... 
—_ Fire, Pittsburgh 

Henry G. Rolston & Co., N. Y...... 

Security Ins. Co. of New Haven 

Arthur Atkins & Co., N. Y 

Lewis & Co., Hartford. .....cccccses 
St. Paul F. & M. Ins. Co. 

J. Roy Prosser & Co., N. Y......... 

Memaniey & Co., NOY 6.6 6vcsses ns 
Southern Surety 

Perez F. Huff & Co.; No V o0.0..060% 
Stuyvesant 

J. moy Proeset & Co. N.Y os 600-0: 

Arthur Atkins & Co., "N. es <iiceik oe 

Lewis & Co., Hartford....¢...i.00.- 
Sun Life 

Newis & Co., Hatta: x... c cccccsces 
Transportation Insurance 

Peres ©. Hall &Co,, No «oi ssc0 

U. S. Fire Ins. Co. (new stock) 

Lewis & Co., Hartford......6....00. 

J. Roy Prosser ee. 3 a 
Universal Ins. 

Arthur Atkins ¥ Co., N. 
United States Merchants & , a 

J. Roy Prosser & Co., N. Y 

Arthur Atkins & Co., NEW... 

Henry G. Rolston a” Co., N.Y 
Victory Insurance 

Morley, piery & Bei PUG va see cus 
Virginia F. & MV 

Arthur po Pon Ceo isi cess 
Westchester Fire 

Daeramevts CON OY «icc ceca ccee 

Arthur Atkins & oS hs ee 

Henry G. Rolston & ‘Ga: BGOe sic dicaie 

J. Roy Prosser & Co., N. Vv 





HARTFORD STOCKS 


Aetna Casualty and Surety (ex rights) 
Connme & Co., Hartford. «2.5.0 .0006 
Lewis & Co., Partlotd.,.660 6 iccccee 

Aetna Insurance (Fire) 

Conning & Co., Hartford............ 
Lewis & Go. TIMettoed, «ooo occ ceees 

Aetna Life Ins. Co. 

Conning & Co., Hartford............ 
Lewis de Co., TARTUIONG, « ...0 ve sccteee 

Automobile Insurance 
Conning & Co., Hartford........ eee 
Lewis & Co., eT eee eee 

Conn. General Life 
Conmmng & Co., Hartford .... 2... 66+. 
Rewita i Co., TATE «6.5 oa vncc0ecivis 

Hartford Fire 
Conning & Co., Hartford............ 
Lewis a. Go., TIOLUOlE ... osc vc sess 

Hartford Steam Boiler 
Conning & Co., Hartford............ 
Lewis & Go:, Hartiodd......3..00%502 

National Fire 
Conning & Co., Hartford........... 
Lewis @ GCo., Biarlord. i. ois css ce 

Phoenix Insurance 
Conning & Co., Hartford............ 
Lewis & Co., ACTS eae 

Travelers Insurance (rights when issued) 
Conning & Co., Hartford........... 
Lewis & Co., i pe 
J. Roy Prosser & Co., N. Y......... 
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126 


192 
195 


145 


320 
345 


58 


29 
29 


26 
30 
42 


132 
132 


198 
205 


37 
300 
290 

2100 

50 


96 
98 


83 
490 


490 
480 


1055 
1055 


ae 


775 
770 


870 
870 


410 
405 


1725 
1700 


815 
825 
800 
1075 


770 
770 


1850 
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Specializing 


NEWARK 


INSURANCE 
STOCKS 


MILLIKEN & PELL 
9 Clinton Street 
NEWARK, N. J. * 


N. Y. Phone 
Bowling Green 6489 








Newark Phone 
Market 0873 














Peoples National 


National Fire 
Eagle Fire 





30 Broad Street 
New York City 
Phone: Hanover 1114 








BANK & INSURANCE STOCKS 
FOR INVESTMENT 


American Equitable 


Milwaukee-Mechanics 


HENRY G. ROLSTON & CO. 











Beekman 1663 





WE RECOMMEND 


National Surety 
Westchester 


McKINLEY & COMPANY 


Members New York Stock Exchange 
44 Wall Street 
New York City 
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Y Casualty, Surety, Etc. 








Travelers Insurance (rights) 1800 1850 
Conning & Co., Hartford............ 245 250 
Lewis & Co., Hartford.............. 240 250 
J. Roy Prosser & Co., N. Y.......0. 245 250 

NEW ENGLAND STOCKS 

American Investment Securities Co. 

Chas. A. Day & Co., Inc., Boston... . 18 21 

Boston Casualty 
Chas. A. Day & Co., Inc., Boston.... 15 25 

Boston Insurance 
Chas. A. Day & Co., Inc., Boston.... 1050 1150 
Lewis & Co., Hartford... ...cccccess 1050 1150 

Capitol Fire Ins. Co. 

has. A. Day & Co., Inc., Boston: 
MUN 5s wena Ka elee Kae TAS ous 95 
COM aiscceaicei dade ows tnees 290 

Columbian National Life Ins. Co. 

Chas. A. Day & Co., Inc., Boston.... 390 

Mass. Bond. & Ins. Co. (new) 

Chas. A. Day & Co., Inc., Boston.... 550 600 

Mass. Title Ins., Pfd. 

Chas. A. Day & Co., Inc., Boston.... 25 35 

New England Fire 
Chas. A. Day & Co., Inc., Boston.... 55 60 

New Hampshire Fire 
Chas. A. Day & Co., Inc., Boston.... 500 550 

Old Colony Insurance 
Chas. A. Day & Co., Inc., Boston.... 275 

Providence-Washington 
Chas. A. Day & Co., Inc., Boston.... 775 825 

Springfield Fire and Marine (new) 

Chas. A. Day & Co., Inc., Boston.... 220 240 

United Life and Accident Ins. Co. 

Chas. A. Day & Co., Inc., Boston.... 33 38 


NEW YORK CASUALTY EXAMINATION 
Report by Empire State Shows Assets of 
$4,859,703 

The New York Insurance 
examination of the New York Casualty Com- 
pany, as of December 31, 1927, shows that com- 
pany to be in excellent condition with admitted 
assets of $4,859,703 and a surplus of $2,097,- 
925 over all liabilities. This, with its capital 
of $1,000,000, gives a surplus to policyholders 
of more than $3,000,000. The admitted assets, 
since the last previous examination, have in- 
creased from $2,963,299 to $4,859,703, the lia- 
bilities from $925,577 to $1,761,778 and the sur- 
plus from $1,287,722 to $2,097,925. The report 
of the examination says: 


Department’s 


Since the last examination the capital has been 
increased from $750,000 to $1,000,000, surplus 
realized upon the sale of capital stock amounted 
to $496,717, and dividends paid to stockholders 
amounted to $395,000. As a result of the gains 
and losses mentioned above, the surplus to pol- 
icyholders shows a net increase of $1,060,202. 


An exhibit covering the period from March 
31, 1923, the date of the department’s last 
examination, to December 31, 1927, is given as 
follows: 


UNDERWRITING 


Sins biel sol sidlais! orovaie sia ave! $4,666,158.24 
111,314.44 


Premiums earned 


Underwriting income ................ $4,554,643.80 
EMRE TOOIONO ood o.oo Kos ned Pace hees 2,077,680.79 
TERPONEE, THOUSIOUS co osloc.e soccesiwieccoc 2,617,789.03 

Uinderwsitiiik 168066 soc 6. i ic osc dc ne eek $4,695,469.82 
Les: £60 UNGELWIIIN 6:6 666 ccc cece ccces 140,626.02 

INVESTMENTS 

Interest and dividends earned........... $457,403.64 
Sales or maturities of securities— 
Gerla SMEG, oo oy tb iru wep wena Aue es 144,755.79 
CRN MER 6 Xoo kk 5/0 ORCS SPOR IDO ueiwe 1,397.50 
SIN odd. ciara dtc 3. w sip Vb x Hela a me eiais 143,358.29 
Increase in investment values........... 258,825.87 

ci 5 | eae Pa ie, a ae eRe ee. A, mee $859,587.80 
Testes. CROONER. 35s. 5 oe hs xe beo<c@nd 10,476.38 
Gain from investments.............2000% 849,111.42 


Net gain from underwriting and invest- 


RRR GREE ee oe OE eR oe a Be I 708,485.40 
Premium on sale of capital stock......... 496,717.00 
Co Se Ae Oe nr meee ee $1,205,202.40 
Dividends to stockholders............... 395,000.00 
WCC Cte IO WE OIND sic0 04sec csc ctasce's sae 810,202.40 





PATENT PROTECTION 
GROWING 


Business, Backed by Insurance, Is In- 
creasing in Volume 





C. H. REMINGTON TAKING LEADING 
PART 





Head of American Patent Protection Cor- 
poration Is Developing the Field 

In its issue of May 20, 1926, THe SPECTATOR 
gave the first account that had appeared in any 
insurance journal of the American Patent Pro- 
tection Corporation, now of 551 Fifth avenue, 
New York. Since that time the business of the 
corporation has grown tremendously and, in the 
June 21 issue of THE Spectator, appeared an 
interesting article by Frederick C. Russell in 
which he described how the manufacturer, the 
merchant, the inventor and the public would 
benefit by the form of coverage given by patent 
insurance. 

Charles H. Remington, formerly vice-presi- 
dent of the Aétna Life Insurance Company of 
Hartford and now president of the American 
Patent Protection Corporation, has devoted 
much time to the perfection of the organization 
which will protect against infringements of pa- 
tents and claims of infringement and which also 
provides protection which may be extended to 
customers and users and may include the pay- 
ment of costs and damages. There can be no 
question but that it provides a service that 
has long been desired. 

The American Patent Protection Corporation, 
by its contracts, protects patent owners from in- 
fringement of their rights, the premium being 
$40 per $1000, and protects manufacturers from 
claims of patent infringement arising from any- 
thing they may use or sell, the premium being 
$60 per $1000. 

The protective contract is issued to the own- 
ers of patents and is based on an actual examina- 
tion in the patent office for the purpose of ascer- 
taining whether there are any existing patents 
which would be an infringement by the patent 
cited and described in the application for pro- 
tection. The accuracy of the search is guar- 
anteed by the insuring company and obligates 
it to pay all costs, legal or otherwise, up to the 
amount of the contract, in stopping an infringe- 
ment if it should take place. 

In what is known as the defensive contract 
the holder is defended against claims that he is 
infringing a patent. This is based upon an 
actual examination in the patent office for the 
purpose of ascertaining whether there are any 
existing patents which would be infringed by 
the subject cited and described in the applica- 
tion for protection. All costs and any judgment 
for damages which may be rendered against the 
insured are guaranteed payment by the con- 
tract. 

The corporation will also issue blanket pro- 
tection contracts protecting uny number of pa- 
tents from infringement. Blanket defensive con- 
tracts are issued protecting manufacturers and 
all their customers and users from claims of in- 
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fringement, the premium being $100 for $1000. 


Defensive contracts are issued protecting 
licensee and department stores from claims of 
infringement because of anything they sell, the 
premium being $60 per $1000. Defensive con- 
tracts are also issued protecting States, cities 
and municipalities from claims of infringement 
because of anything they may purchase or use, 
the premium being $60 per $1000. 

Trade marks are also covered by contracts 
both protective and defensive, the premiums be- 
ing $20 and $30 per $1000 respectively. If there 
is litigation the contract holder selects a lawyer 
to conduct the lawsuit and the corporation pays 
him as well as all other expenses, its liability, 
in that respect, being limited by the contract. 
The Great American Indemnity Company of 
New York unconditionally guarantees the per- 
formance of all contracts made by the Ameri- 
can Patent Protection Corporation. 


Commercial Casualty Field Changes 

The Commercial Casualty Insurance Com- 
pany, Newark, has announced the following field 
changes: 

Special Agent A. C. House has been trans- 
ferred from New York State territory to act 
as field supervisor for the State of Connecticut, 
with headquarters at Hartford. 

Special Agent George M. Bull has been trans- 
ferred from Wisconsin to Michigan, with head- 
quarters at Lansing. 

Special Agent F. B. Fairbrother, formerly 
operating in Indiana, has been transferred to 
the home office. 

C. E. Woodrow, formerly with the A©tna, has 
been appointed special agent for Indiana. 

Headquarters for Field Supervisor George J. 
Ferguson, heretofore operating in the Central 
New York territory, will be the home office. 


A. H. Poole Joins Fidelity and Deposit at 
New York 


The New York branch of the Fidelity and 
Deposit Company, Baltimore, has announced the 
appointment of Arthur H. Poole as assistant 
manager of its contract bond department. 

Mr. Poole goes to the Fidelity and Deposit 
from the Royal Indemnity where, for the past 
two and one-half years, he has been assistant 
superintendent of the surety department. Prior 
to that, Mr. Pole was connected with the Mass- 
chusetts Bonding. He started with the Massa- 
chusetts Bonding as an office boy and grew up 
in the ranks of that company. 


Pardon Us! 


We are told, with regard to a portion of an 
article in this paper last week on the subject 
of plate glass insurance rate reductions, that the 
statement that the proposal to reduce the com- 
mission rates on the business received its sup- 
port from the branch office companies was in- 
correct. The branch office companies, so our 
informant says, did no such thing. 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


ly Premium plan. 


Participating and Non-Participating Policies. 


Same Rates for Males and Females. 


Double Indemnity and Monthly Disability Income features for | 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., la., 
Kans., Md., Mich., Minn., N. M., Ohkla., S. D., Ww. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


The Company has its Home Office in its own building at 166 W. Jackson Bivd. running through 
Quincy and Wells Street, right in the heart of Chicago’s Financial District. 


B. R. NUESKE, President 
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Throw Away the 






Old-Fashioned Card Index 


Life Insurance agents are 
too busy, too energetic, 
longer to put up with old- 
fashioned card index sys- 
tems for keeping track of 
their policyholders. No 
agent who is careful of his 
own interests can afford to 
be without the Life Insur- 
ance Register. 


Here is the kind of a Life 
Insurance register that you 
have always wished for but 
never could find! All the 
information needed to 
analyze your client’s life 
insurance, to answer his 
every question, can be se- 
cured in a moment. 


It is easy too, to keep tab of 


the Birthday dates of your 
policyholders. 

The last word in life insur- 
ance records—at the lowest 
price! That is what we 
offer you, for the Life In- 
surance Register is priced 
at $7.25. Think of it—a 
loose - leaf, well - bound, 
stamped - in - gold, post 
binder, sheets for 450 ac- 
counts and the greatest 
system ever devised for 
keeping a real record of 
your life insurance busi- 
ness—for $7.25. You must 
see this Record to appre- 
ciate it—that’s why we are 
putting this opportunity 
before you. Usethe coupon 
NOW! 


Accurate Loose-Leaf Co. 
NEW YORK CITY 


Se | Ae fe fe 





Accurate Loose-Leaf Co., 81 Nassau Street, New York City, N. Y. 


Gentlemen: 
ance Register. 


ee 


weer ee ee ere ee eeesesese 


ee eee ee ee ee ee ee 


You may send me literature describing the Life Insur- 
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Another Forward Step 


COMPLETELY REVISED POLICY FORMS 


NEW OWNERSHIP, BENEFICIARY 
AND ASSIGNMENT PROVISIONS 


leave no doubt of the rights of the various parties 
who may have an interest in the policy. 


A PLAIN ENGLISH POLICY 


that will particularly appeal to the conscientious life 
underwriter. 





Also a new LOW COST 
PREFERRED RISK POLICY 





Write for information 


PHILADELPHIA LIFE INSURANCE CO. 
111 N. Broad Street Philadelphia, Pa. 
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The Venereal Diseases 


By Frepertck L. Horrman, LL.D. 


Consulting Statistician, Prudential Insurance Company of America 


on the Health of the Nation by F. E. Fre- 

mantle, M.P., four: scourges of mankind 
are briefly surveyed, having reference (1) to 
tuberculosis, (2) to. cancer, (3) to alcohol and 
other drugs, and (4) to the venereal diseases. 
Of the latter, it is said “This is probably the 
greatest national scourge and yet the most hope- 
ful. Till recently the extent of its ravages was 
unknown. There is no direct record of its 
prevalence; and it takes so many forms, it ter- 
minates in so many guises, and the stigma at- 
taching to it commands such secrecy, that the 
number of deaths ascribed to it is a mere cari- 
cature of the reality.” How far this indictment 
of the statistics of venereal diseases squares with 
the truth is, of course, debatable. It is certainly 
going too far to indict the world’s medical pro- 
fession as having deliberately falsified the re- 
turns, at least for syphilis, terminating in a fatal 
form. Nor is it to be assumed that Colonel 
Fremantle had this thought in mind, but that 
he rather had reference to venereal complica- 
tions as contributory factors in deaths from 
other causes. For it goes without saying that 
syphilis, particularly, complicates obviously ob- 
scurely many important diseases, particularly 
of the nervous system, such as locomotor ataxia, 
general paralysis of the insane, etc. 

An outstanding German authority on the sub- 
ject, Professor Peter Haustein, has recently is- 
sued a monumental treatise on the Statistics of 
Venereal Diseases, comprehending the major 
civilized countries of the world. He essays upon 
the subject in a work of more than one thousand 
pages, and makes a formidable presentation of 
the scourge of syphilitic infections. Fortunately 
there is much convincing evidence that the evil 
is gradually being brought under public and in- 
dividual control. The work of Professor Haus- 
tein, which has not been translated into Eng- 
lish, is an invaluable source of reference, in- 
cluding extended historical surveys dating back 
in some instances thirty to fifty years. Only 
those who have intimate acquaintance with death 
certification and the tabulation of causes of 
death can appreciate the difficulties of entire 
accuracy and completeness. Professor Haustein 
of necessity accepts the statistics as published 
by authority, including extended data for the 
United States and the United States Army. The 
statistics of venereal diseases for military forces 
throughout the world are probably, on the whole, 


I N a recent and exceedingly interesting work 


the most reliable as an index of existing con- 
ditions and for comparative historical purposes. 
He thus includes for example a review of the 
statistics of venereal diseases of the United 
States Army from 1819 to 1925 with just a few 
years missing for which the data appear not to 
have been published. 

Beginning with 1819, he shows that in that 
year the incidence of syphilis in the army was 
49.0 per 1000. But in 1849 the rate was as high 
as 81.1, reaching a further maximum by 1867 
when the rate was 124.3. In 1875 the rate was 
60.1, subsequent to which there was a rapid de- 
cline to a minimum of 10.33 in 1898. There was 
a gradual rise after this to a further maximum 
of 34.9 for 1911, but during 1925 the rate was 
only 11.7. A relatively high rate prevailed dur- 
ing the World War, the rate for 1919 having 
been 17.6, but comparing or contrasting the pres- 
ent with the past, there is very obvious evidence 
of an extraordinary diminution, well worthy of 
public consideration. 

The corresponding figures for gonorrhea have 
been as follows. In 1819 the rate was 65.95 per 
1000, reduced to 37.3 per 1000 in 1846. There 
are no data for the period of the Mexican War 
but in 1849 the rate had increased to 80.6, reach- 
ing a maximum of 116.9 in 1861. The rate was 
relatively low during the Civil War, increasing 
to 90.6 by 1867. It fluctuated more or less dur- 
ing the long intervening period of years, until 
a further maximum of 106.6 was reached by 
1902, and a final maximum of 123.8 during 1909. 
After this, there is a gradual diminution to 
66.5 by 1918 and a minimum of 31.1 in 1925. 
Thus in a milder form of venereal diseases, 
there has also been obviously indisputable prog- 
ress which challenges the admiration of those 
who are concerned with the public control of this 
type of infections. 

It is most difficult to deal with the United 
States mortality statistics for syphilis and other 
venereal affections in view of an expanding 
registration area and possible changes in death 
classification. The Division of Vital Statistics 
gives a table for 1900-24, according to which 
the death rate from syphilis was only 3.3 per 
100,000 at the beginning of the period, but ris- 
ing to a maximum of 104 during 1917 and 
declining subsequently to 8.5 per 100,000 during 
1925. The death rate from tabes dorsalis or 
locomotor ataxia-starts with 1.9 per 100,000 in 
1900, reaches a maximum of 2.7 in 1910 and de- 
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clines to 1.7 in 1924. The death rate from gen- 
eral paralysis of the insane starts with 6.3 in 
1900, reaches 7.2 during 1905, gradually declines 
to 4.9 during 1907, increasing gradually to a 
maximum of 7.5 in 1915, after which there has 
been a gradual decline to 6.4 in 1924. For all 
forms of venereal affections combined, the death 
rate in 1900 was 11.6 per 100,000, reaching a 
maximum of 19.8 in 1917, while during 1925 
the rate was 15.8. Thus from a mortality point 
of view, as far as recorded statistics go, the im- 
provement has not been anything like the prog- 
ress that has been made in the United States 
Army. 

Statistics are available for England and Wales, 
where the death rate from syphilis only has de- 
creased from 5.5 per 100,000 in 1916 to 3.2 in 
1926. The United States figures for 1926 are 
not yet available. The British rate in 1926 was 
4.2 per 100,000 for males and 2.3 per 100,000 
for females. The mortality from locomotor 
ataxia in England and Wales for 1924 was 1.9 
per 100,000 which compares with a rate of 1.7 
for the United States registration area. The 
death rate from general paralysis of the insane 
was 4.0 for England and Wales and 6.4 for the 
United States. Quite a marked difference for 
which at present no explanation is forthcom- 
ing, Sir George Newman, chief medical officer 
of the Ministry of Health, in his annual report 
for the year 1926 comments at length on syphilis, 
observing in part that the mortality from 
syphilis in England and Wales has been declin- 
ing, particularly among infants. The infant 
mortality from syphilis decreased from 0.91 per 
1000 births in 1924 to 0.82 in 1925. The cases 
of syphilis seen for the first time at Treatment 
Centers also showed a slight decline. Sir 
George points out that “each year there is a 
growing appreciation by medical officers of 
treatment centers and by practitioners generally 
of the fact that syphilis is often at the root of 
obscure complaints, and of the need for the 
more frequent application of blood tests for 
syphilis. In this way many latent cases of 
syphilis are detected which formerly were un- 
discovered.” Sir George Newman also directs 
attention to the significance off relapses in 
syphilis as one of the primary objectives of the 
Venereal Disease Scheme, which is to prevent 
the spread of the disease, not merely to alleviate 
symptoms. He discusses briefly the treatment 
of maternal syphilis, which, of course, is of pro- 
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found importance with reference to the possible 
infection of infants. He also enlarges upon the 
question of congenital syphilis and finally upon 
the importance of pathologic examinations at 
approved laboratories. Such examinations, espe- 
cially in the case of gonorrhea in connection 
with the Wasserman test, have considerably in- 
creased during recent years. 

Dr. Haustein in the treatise on the Statistics 
of Venereal Diseases gives a large number of 
results of special surveys, particularly for Ger- 
man cities. Such surveys are absolutely essen- 
tial for a thorough understanding of all the 
facts that require to be taken into account. The 
United States Public Health Service under date 
of July 1, 1927, published a report on A Survey 
of Venereal Disease Prevalence in Detroit, 
which may serve as an illustration. According 
to this survey the prevalence rate per 1000 of 
population, of syphilis and gonorrhea for males 
and females under observation on May 15, 1926, 
was as follows: 

For syphilis and gonorrhea combined and for 
all ages the rate for males was 17.86, of which 
7.87 per 1000 were acute cases and 10.0 chronic 
cases. For females the corresponding rates 
were 8.52 per 1000, or respectively 2.92 for 
acute infections and 5.61 for chronic infections. 
Considering the population sixteen years of age 
and over, the frequency rate was 24.29 for 
males and 11.37 for females. For syphilis only 
and for all ages the rate was 8.29 for males 
and 5.5 for females, but for ages sixteen years 
and over the rates were respectively 11.05 for 
males and 7.37 for females. The abstract of 
the survey is not sufficient for a comprehensive 
review, it being said however, that “A real lack 
of dependable information regarding the preva- 
lence of venereal diseases has been felt by those 
carrying on work in the field. There is none 
for any general population group or locality in 
the United States. Such facts are necessary 
for intelligent understanding of many of the 
problems.” Hence, it is stated, Detroit was se- 
lected for the present purpose. The survey 
was carried on by means of personal interviews 
in connection with a questionnaire. A total of 
16,735 cases, or 13.47 per 1000 of the city’s popu- 
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General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
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lation were registered in this inquiry. Of this 
total, 51.7 per cent were syphilitic, equivalent to 
a rate of 6.98 per 1000., About 95 per cent of 
the infections occurred among persons sixteen 
years of age or over. Regarding the trend of 
venereal-disease incidence, 53 per cent of the 
physicians treating cases reported a general in- 
crease in the incidence of syphilis and gonorrhea, 
19 per cent a general decrease, 23 per cent be- 
lieved it stationary, while 5 per cent of the an- 
swers could not be classified under the restricted 
groups of the inquiry. Nevertheless the Board 
of Health was of the opinion that venereal 
diseases were diminishing. This conviction was 
based upon the percentage of positive diagnoses 
in the total number of individuals examined. 
The survey leaves much to be desired by way 
of completeness. 

Syphilis from a life insurance point of view 
is a matter of very serious concern to the med- 
ical director. The evidence of it in latent cases 
is generally hidden and the results become ap- 
parent when the policies have become non-for- 
feitable. The subject of syphilis was dealt with 
in the Medico-Actuarial Mortality Investigation, 
Volume IV. Considering first doubtful syphilis, 
the companies were asked to include in this 
group those cases in which there was a doubt 
whether the disease ever was present. While 
the actual mortality was only 67, the ratio of 
actual to expected deaths in this group was 138 
per cent. Reference is made to the experience 
of the Gotha 1852-1904, according to which the 
ratio of actual to expected mortality was 168 
per cent. 

In the case of syphilis being known to be 
present and having been treated thoroughly dur- 
ing two years of continuous treatment and with 
one year of freedom from symptoms, the ratio 
of actual to expected deaths was 188 per cent. 
In the case of those who had had one attack 
between two and five years prior to applica- 
tion, the ratio was 139 per cent, between five and 
ten years prior to application, 174 per cent, and 
where there had been one attack more than ten 
years prior to application, the ratio was 217 per 
cent. But unfortunately the entire experience 
for all three groups represented only 100 actual 
deaths which must be considered too small for 
safe generalization. 

In the case of syphilis known to be present 
but not thoroughly treated and where no de- 
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tails of treatment were given, the ratio of 
actual to expected deaths was 174 per cent. But 
we are dealing with a group of cases concern- 
ing which any and all information in a major 
proportion must be of doubtful accuracy. But 
the experience clearly establishes the enormous 
significance of syphilis in the personal history 
in the case of applicants for insurance. 

The work of Professor Haustein contains 
some observations on the experience of life in- 
surance companies of Finland, based on 567 per- 
sons under observation. The expected after life 
time was 35,303 years, while the actual after life 
time was 23,510 years. Since the difference is 
12,089 years, he estimates that the average cur- 
tailed duration on account of syphilis or syphil- 
itic infections was 2 years. He also gives some 
statistics for Norwegian insurance companies, 
based on larger numbers who experienced an 
actual to expected mortality, on the basis of 
Scandinavian tables, of 175.6 per cent. The 
foregoing observations will be sufficient for the 
present purpose to emphasize the general con- 
clusion that regardless of strenuous efforts on 
the part of the Social Hygiene Association and 
public authorities, venereal diseases in this coun- 
try in fatal form have not as yet diminished as 
rapidly as had been anticipated. Furthermore, 
it emhpasizes the importance of venereal diseases 
from a life insurance point of view and justifies 
an attitude of extreme caution on the part of 
the companies, regardless of the progress which 
has been made in treatment. No disease empha- 
sizes more clearly the imperative need of drastic 
State action and if necessary of State interfer- 
ence. The reporting of such diseases should 
be insisted upon as one of the most urgent 
methods of public health security. 


Judea Life Licensed in Missouri 

According to a statement by the home office 
of the Judea Life Insurance Company, New 
York, N. Y., the Insurance Department of the 
State of Missouri has licensed the company to 
do life insurance business in that State. 

Missouri is the twelfth State where this new 
company, which has made an unprecedented busi- 
ness record, is licensed to do business. The 
other States are New York, New Jersey, Mary- 
land, Illinois, District of Columbia, Rhode 
Island, Maine, Massachusetts, Delaware, Texas 
and Minnesota. 
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Hooking Up Selling With the 


Presidential Year 


There’s a tremendous amount of interest in 
politics this year—more interest than there has 
been in any campaign for many years. And in 
this fact there is a splendid opportunity for the 
life insurance salesman to do things which will 
be of real help to him in selling more policies. 

Just how can the life insurance salesman hook 
up with the presidential year effectively? 

“T always thought,” some alert salesman may 
mark remark, “that it was bad business for the 
life insurance agent to get started talking poli- 
tics with prospects because of the fact that it 
is so easy to get started on arguments which 
will created bad feelings and hurt rather than 
help sales.” 


How to Do It 


And it should be stated right here that the 
whole idea is to keep away from anything ap- 
proaching arguments and to not take sides in 
the matter but to use the interest in politics for 
the purpose of making the sales talks more 
timely, interesting and forceful. 

Here’s the idea: 


Each presidential year marks a milestone in 
the lives of voters. What will each voter be 

















Full Coverage 
For $1.00 a Month 


OurJBig Dollar Policy gives full cover- 
age from day policy is issued, at flat 
rate of $1.00 a month at all ages. It 
includes Double and Triple Indemnity 
benefits and carries liberal non-forfeiture 
values in the form of paid-up or extended 
insurance, together with generous old age 
cash surrender values. Issued to risks 
from age one day old and up. 


This is the easiest selling life insurance 

offered anywhereé, and affords exceptional 

opportunities for wide-awake agents. 
Write for territory to 
Agency Superintendent 


Illinois Bankers Life Association 


Monmouth, Illinois 














By Frank H. WILLIAMS 


doing at the next presidential election? There’s 
a question that will make many voters sit up 
and take notice and do a lot of thinking. The 
question can be presented to them with some 
such talk as this: 

“Tt’s fairly easy for you to predict, with a 
considerable degree of accuracy, just what you 
will be doing next year at this time. You 
know that you will be doing about the same as 
you are now unless you have already planned a 
change or unless you are apt to make big 
changes quickly. 

“But what will you be doing when the next 
presidential election rolls around? 

“Will you be alive? 

“Will you be well? 

“Will you be happy? 

“Each presidential year is a time of ques- 
tioning for the wise man who wishes to safe- 
guard the future. It is a good time to go over 
your responsibilities, casting them up and see- 
ing whether or not you have adequately arranged 
to handle them. It is a mighty good time to take 
out more life insurance because this year you 
have the opportunity of getting a four year 
slant on the whole matter much more adequately 
than would normally be the case.” 

Such an argument would, of course, make a 
very strong impression on many prospects and 
it would, too, make many of them feel like 
securing more life insurance at once. 


OPTIMISM A KEYNOTE 

Agajn, the fact that this is a presidential year 
gives the life insurance salesman a splendid 
chance for talking optimism and prosperity to 
the prospect and thus getting him in the right 
mood for buying more insurance. 

Here’s something the salesman can say along 
this line to the prospect: 

“T don’t know how busienss has been with 
you—O.K. I suppose—but with some of the 
other business men in this city business hasn’t 
been any too good recently because of the fact 
that a presidential year always slows up busi- 
ness quite considerably. 

“But here’s an important point to consider: 
Just as a presidential campaign has a tendency 
toward slowing up business, so the election 
always has the effect of stablizing business and 
making things boom. During the slow period 
before the election, people wear their old clothes 
and don’t paint their homes and conserve in 
every way possible. Then when the election is 
over and four years of stablized business are 
certain, everyone opens up and starts buying 
again. That’s the way prosperity gets started 
again. 

“Well, all indications are that the coming 
four years will be the most prosperous in the 
history of this nation. You will be mode pros- 
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perous just as every one else is. Consequently 
you will, naturally, want to take out more life 
insurance in harmony with your increased buy- 
ing power and, of course, right now is the time 
to do so when you can buy life insurance at 
lower prices than you ever can again owing to 
the fact that you are constantly growing older 
and the cost to you is constantly increasing.” 

That sort of an argument, too, would be just 
about certain to make the average prospect sit 
up and take notice. It would be the sort of an 
argument he couldn’t very easily get away from 
and the result would, therefore, be that it would 
be correspondingly easier for the salesman to 
put a sale across to him. 

Again, the presidential year gives the sales- 
man an opportunity for hooking up his sales 
talks with the names of the candidates and thus 
rather subtley flattering such prospects as are 
of about the same age as the candidates or who 
have the same first names as the candidates. 


Tue Ace ARGUMENT 


For instance, suppose that the insurance agent 
is dealing with a prospect who is of just about 
the same age as the Republican candidate for 


(Concluded on Page 35) 
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POLICY 
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30-Payment Life 
Paid-Up at age 6§ 
Paid-Up at age 70 
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any time. 
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WHAT ABOUT YOUR 
OWN OLD MAN? 


The old man your prospect will become is one 
of your best selling talks. 

Are you looking well to your OWN old age— 
or are you still a sub-agent, drawing down the 
commissions of an apprentice? 


To the ambitious advancement is imperative, and 
seldom waits on opportunity. No need to wait, when 
our plan provides an absolute agreement whereby 
you can 


Build and Manage Your Own Business 
in any one of many prosperous sections of Louisiana, 


Texas, Arkansas, Oklahoma and Alabama. 
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Naming Territory Desired.. 


IRA F. ARCHER 


Superintendent of Agencies 


LOUISIANA STATE LIFE INSURANCE CO. 
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A Standard Approach 

An approach that always gets answers is told 
by F. E. Parsons, a Union Central Agent in 
Philadelphia. He tells of one of the new agents 
in Philadelphia who was opening every door in 
an office building, and he became interested to 
find out how he was doing it. His approach was 
exactly the same sentence in every case and he 
faced a variety of situations. It was just this: 

“Good morning. I am looking for a young 
man between twenty-five and thirty, interested 
in saving money.” 

He said that same thing whether confronted 
by a man of seventy-five, a stenographer or tele- 
phone operator—in fact, he opened in the same 
manner with everyone he approached. I had 
a feeling that the approach was a little bit out 
of place in some cases, but the fact is that it 
gave him the courage to open every door in an 
office building and it was interesting to see how 
many times this approach got results. 

The man of seventy-five invariably laughed; 
the man of forty-five felt complimented; but 
irrespective of age the agent usually secured a 
reply that he could work on. The man of forty- 
five would ask, “Are you looking for me?” 
The agent would reply then “I suppose it is 
possible that you might divide yourself into two 
twenty-fives.” That would usually get a laugh. 

Some would ask, “Well, what bank do you 
represent ?” 

Then the agent would reply “If you will give 
me a little piece of paper, I will show you how 
this works.” The man would give him a piece 
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of paper and then the agent would go through 
the self-completing savings plan. 

When he got into an office and was met by a 
stenographer, his approach would be just the 
same as in the other cases and often she would 
think he was looking for one of the men in the 
office and would call in Mr. Smith or Mr. 
3rown. However, in a great many cases, she 
did not. Sometimes he would say to the stenog- 
rapher “If you will give me a piece of paper, 
I will show you how my plan works.” Then 
he would go through the plan, but substitute the 
personal life income policy. 

I did not believe this plan would work and so 
I asked another agent to do it and he did it 
and I personally did it. The three of us went 
through office building after office building and 
we got good results. I got ten full presentations 
in the course of five hours of canvassing. That 
meant that a new agent who had no contacts 
could get ten prospects in his prospect file for 
five hours’ work. At the rate of ten per day, 
he would have a hundred in ten days. 


3ut we had to devise some method for get- 
ting something more definite. At first, we had 
to figure out how to get the man’s name, as 
often he would not give us his name, so instead 
of asking his name, I said, “I would like to send 
you a certain piece of literature” and he would 
immediately reply giving his name and address. 
After that, we always used that remark in order 
to get his name. In order to make this more 
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specific, “Will you give me your birthday?” 
He would say “The 17th of July.” “And what 
year?” He would hesitate a moment and tell 
you.—Conmuto pics. 


A Tense Moment 

The man stared, fascinated, at the shiny black 
object the other man had laid on the table. 
Should he reach for it or should he let it lie 
there, untouched? He knew the other man 
would finally pick it up if he didn’t. It was in- 
deed a tense moment. 

For days this man had sought him at his 
office, at his favorite eating place, and he had 
eluded him, sometimes by only a few minutes 
but always he had managed to escape. He had 
known all along what this man wanted. After 
that first terrible attack this man had made, he 
knew what to expect. 

Now he had finally been caught in his home. 
He had, unsuspectingly, answered the door-bell 
and there he stood. He had been powerless to 
resist him and speechless, had led him to the 
library where had ensued another powerful and 
relentless attack. 

He had lost. 

He was powerless any longer to resist. 

He must come to a decision and there lay 
the way out. He reached for it and as he did 
the other man pushed a paper under his hand: 

He picked up the fountain pen and signed his 
name to the application—Conmutopics. 
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Hooking Up Selling with the Presidential 
Year 
(Concluded from Page 31) 
president. In such a case the agent can say 
something like this: 

“Well, you’re right at the golden age—just 
about the same age as the Republican presiden- 
tial candidate—the age when you can look for- 
ward to your best years of work and your great- 
est success. 

“During the years to come your earning 
capacity will probably greatly increase. Dur- 
ing these next years you will, undoubtedly, as- 
sume a more important place in the community 
than ever. 

“Right now, then, is the time to purchase life 
insurance because you will now be buying for 
the rise. In other words, you get life insurance 
now at a lower price than you can later on.” 

And so on and so forth. 


Usinc THE NAME 

If the prospect’s first name is the same as the 
first name of the Democratic candidate, for in- 
stance, the life insurance salesman can comment 
on the fact in some such way as this: 

“Well, if first names indicated relationships 
I'd say you were some relation to the Dem- 
ocratic presidential candidate. You’re both the 
snappy sort of go-getters, too. I don’t know 
how you feel about the election and I have no 
idea which candidate will be elected, but I’m sure 
of one thing and that is that business is going 
to be better than ever after the election is over. 
It always is. So now’s the time to prepare for 
the future by adding to your stock of life in- 
surance.” 


CALL oN OLD CUSTOMERS 

This year, too, it will be a good plan to call 
on all those customers who bought life insur- 
ance policies four years ago or eight years ago 
or twelve years ago during the presidential cam- 
paigns of those years. In calling on these folks 
the life insurance salesman can say something 
to them like this: 

“Just as it has proved very good business for 
you to have bought life insurance policies from 
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me during a former presidential campaign, so 
it will prove to be good business for you to do 
so again. Things surely have changed since you 
bought your last policy from me, haven’t they? 
And there’s no telling how much they will 
change during the next four years. That there 
will be many big changes is a foregone conclu- 
sion. I’m sure you won't let this presidential 
year go by without making another purchase of 
life insurance from me.” 

Yes, there are many interesting ways in 
which the life insurance salesman can make his 
selling more timely, newsy and effective by 
hooking up with the presidential campaign and 
it is hoped that this article will offer him worth 
while ideas and suggestions for doing so with 
added sales success. 


1927 AUTOMOBILE PRODUCTION IN 
CANADA 


One Automobile for Every Twelve Persons 
Now Living in Dominion 

Ottawa, CANADA, June 20.—Final figures for 
the automobile industry in Canada show that 
179,054 cars were produced in 1927. This out- 
put was 13 per cent below the record of 204,- 
727 cars established in 1926 and was the first 
decline reported in three years; one of the 
larger producers temporarily curtailed produc- 
tion while perfecting arrangements to market 
a new model. While fewer cars were pro- 
duced in 1927 than in 1926, the record year, the 
number made was 15 per cent greater than the 
161,970 cars produced in 1925 and 35 per cent 
over the 132,580 cars reported in 1924. 

Out put for the year included 137,290 pas- 
senger cars, 29,603 trucks, and 12,161 chassis 
valued in the aggregate at $115,904,228 (f.o.b. 
factory); parts and repairs worth $12,796,286 
brought the total production value of the indus- 
try to $128,700,514. In 1926 production was 
valued at $133,598,456, in 1925 at $110,835,380, 
and in 1924 at $86,480,418. 

For every one hundred persons in the Do- 
minion there are 8.6 passenger automobiles, 
which makes about one car for every twelve 
men, women and children in the Dominion. On- 
tario heads the provinces with 12.1 cars per 
hundred of population. Western provinces come 
next. Saskatchewan and British Columbia have 
11.1 passenger cars per hundred population. 
Alberta has 11.0; Manitoba, 8.9. Figures for 
the other provinces are: New Brunswick, 5.4; 
Nova Scotia, 4.8; Prince Edward Island, 4.7, 
and Quebec, 3.8. 


Earthquake Clauses 
(Concluded from page 13) 
nia and the first deed of trust or first mortgage 
interest form, with an explanaion. 

This lecture is the thirty-fifth of the series 
of 40 by Charles A. Sunderlin, being issued by 
The Spectator Company. The prices have been 
reduced and the full set of 40 lectures, with 
topical index, can now be obtained for $10, or a 
single lecture at fifty cents per copy. 
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WILLIAM ALEXANDER’S NEW BOOK 
The Author’s Opinion About It 
The following statement from the author of 
this book explains his aim in writing it and the 
reason for giving it the title— 
Lire INSURANCE SIMPLY EXPLAINED 
“I should like to have given this little book 
such a title as the following— 
oF Lire INSURANCE FOR 
AGENTS” 


An ExPLANATION 


—for I believe it will be more useful to insur- 
ance salesmen than to any other class of read- 
ers. 

“The seller of life insurance needs to know 
that the system rests on foundations ‘as stead- 
fast as the everlasting hills.’ In that case he 
will speak with confidence, and his statements 
will be convincing. Moreover, if the agent 
knows something of the scope and various uses 
of life insurance, learns how to determine the 
insurance needs of his clients and how to pro- 
vide for those needs, he will be able to interest 
many men and women, and will be able to 
guide them aright. 

“But as this book is not for agents exclu- 
sively I have not given it a restrictive title. I 
hope it will be found useful to the pupils of our 
schools, to the man in the street, to business men 
and financiers, to economists, philanthropists, to 
those who ought to possess it but are without 
it, and to women who need its protection. 

“Of all industries life insurance is the most 
important, and no other business accomplishes 
so much for the welfare of all classes. Hence 
the importance to the agent of sound knowledge 
about it; its scope and utility; its efficiency in 
preventing or repairing the financial injuries 
that follow in the train of death. For it is the 
educated and expert life underwriter whose ac- 
complishments are brilliant, and whose earnings 
are in proportion to his knowledge and ef- 
ficiency.” 








RAPID PROGRESS 


The service which the Massa- 
chusetts Mutual has rendered to 
its policyholders and representa- 
tives is reflected in the Company’s 
rapidly increasing business. Mean- 
while there has been no deviation 
from the sterling principles for 
which this organization has been 
noted during the past seventy- 
seven years. 


Massachusetts Mutual Life 
Insurance Company 
Massachusetts 





Springfield, 


Organized 1851 
More Than a Billion and a Half 


of Insurance in Force 
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Bank Circular Describes Method of 
Executing Trust 


A recent circular of a large Brooklyn bank 
described as follows the operation of one of its 
trust agreement. It is here reprinted as indicat- 
ing the value of the trust from the standpoint of 
elasticity : 

How It Works 


A few years ago a Brooklyn man, whose 
dependents were a wife and a son and a daugh- 
ter, made a will which contained these pro- 
visions : 

“The home was left to the wife, together with 
a fund the income from which would be suffi- 
cient to support her and also to educate the chil- 
dren. 

“To the daughter was bequeathed a certain 
sum to be paid her when she was married or 
reached the age of twenty-two. 

“At twenty-five the son was to receive the 
sum of $15,000 to be invested in a business ap- 
proved by the trustee.” 

The bank of Brooklyn was named trustee of 
these various testamentary trusts. 

This little story has to do particularly with 
the young man in the case, and how the trust 
department. of the bank helped to put him in 
the way of business success and an established 
position in the community. 

The maker of the will died when his son, 
whom we shall call George because that is not 
his name, was seventeen years of age. 

The boy chose to go to work instead of con- 
tinuing at school. He got a position in a store 
and worked industriously. He was promoted 
from time to time and before he reached the age 
of twenty-five he had acquired a thorough 
knowledge of merchandising. 

After he had attained the age of twenty-five, 
George came to the trustee with several propo- 


sitions for the investment of the $15,000. His 
enthusiasm seemed likely to run away with 
him. Some of these propositions were purely 
speculative and others: were obviously imprac- 
ticable from a business standpoint. They were 
all turned down by the bank. 

But finally the young man came to the bank 
with a proposition which looked good enough 
to warrant the most careful investigation. It 
was an opportunity to buy an established retail 
business located in a small town on Long 
Island. 

The bank at once got in touch with its corre- 
spondent bank in the town where the store was 
located. The local bank made a thorough in- 
vestigation and reported that the business was 
in a sound condition, that the real estate valua- 
tion was conservative and that everything was 
just as represented by the seller. 

As a result, the bank permitted George to 
close the deal and paid over the money—$5000 
for the stock and good will of the business and 
$10,000 for the real estate. 

To-day George is postmaster of the town, 
has a successful insurance agency, is doing well 
with the general store and has a nice account 
in the local bank. He has found himself and 
also a fine wife and has settled down to become 
a highly respected and substantial citizen. 


R. C. Leffingwell Made Trustee of Mutual 
Life 

Russell C. Leffingwell of J. P. Morgan & 
Company has been elected a trustee of the Mu- 
tual Life Insurance Company to fill the vacancy 
caused by the death of the late Lewis Iselin. 
Mr. Leffingwell was formerly Assistant Secre- 
tary of the Treasury and was a member of the 
Gersdorff. 
firm of Cravath, Henderson, Leffingwell & De 


“What’s in a Name?” 


The titles of most of William Alexander’s 
books indicate that they are intended for the 
information of agents—How to Sell Insurance, 
The Art of Insurance Salesmanship, One Hun- 
dred Ways of Canvassing, etc. But the title 
of his latest book, Life Insurance Simply Ex- 
plained, suggests the idea that the book is for 
the man in the street and for high-school stu- 
dents. While this is true, it is also true that 
it ought to be of more value to life underwriters 
than to any other class of readers. This is not 
simply because it shows on what sound founda- 
tions this important industry rests, but because 
it contains so much matter that can be turned 
to advantage in canvassing. It describes the 
following uses of life insurance: How it pro- 
tects the family; how it strengthens business; 
how it can be made attractive to young men; 
how it appeals to fathers; why it has special 
value in hard times; where and when; annui- 
ties are appropriate; its value as a teacher of 
thrift; and, finally, because it makes the pol- 
icyholder a capitalist, because he is interested 
in the investments of his company. It also 
makes him a public benefactor by enabling him 
to unite with others in developing the indus- 
tries of the United States through the invest- 
ment of the assets of his company while the 
money is not needed for the payment of its 
insurance claims. 

No wide-awake agent can afford to pass this 
volume by. It contains a wealth of informa- 
tion of great value. Price $1.00. 
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Business Is Good 
With Guardian Agents 


‘THE past three months have resulted in an 
unbroken string of record months for The 
Guardian in paid-for business. 


FEBRUARY, 1928 


Biggest February in our history 


MARCH, 1928 


Biggest March in our history 


APRIL, 1928 


Biggest April in our history 


April set a triple mark—the production of 
written, issued and paid-for business being un- 
equalled for that month in any previous year 
in our sixty-eight. The gain in paid-for busi- 
ness over the same three months in 1927 totals 
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‘The Company that Guards and Serves’’ 
50 UNION SQUARE 


NEW YORK CITY 














july 5, 1928 


THE SPECTATOR 




















Years of Life Insur- 
ance Ideals and Services 
A* IDEAL became u reality when, on February 
Ist, 1843, “THe Mutua. Lire oF NEw YorK”’ 
issued its first policy. The business of life insurance 


on the mutual plan started in America then and 
there. 


Priority in its field is not the Company’s claim to 
greatness—age in itself is no great distinction. THE 
Mutua. Lire began with high ideals of business 
conduct, which still prevail. It aims at quality and 
to be highly honorable in all its dealings. 


In its relations with policyholders and their repre- 
sentatives THE MuTUAL LiFe has an outstanding 
record. 


Those who contemplate life insurance soliciting as 
a career are invited to apply to 


The Mutual Life Insurance Company 
of New York 


GEORGE K. SARGENT 
2nd Vice-President and Manager of Agencies 


34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON 
President: 














Home Office Help— 
The Medicine Man 





Between the lines of field men’s 
letters may sometimes be read the 
field man’s prayer—“If the Home 
Office could only see my point of 
view, then the Home Office could 
help me solve my many problems.” 


For 29 years Mr. Jos. W. Jones, 
Vice President in charge of the 
Franklin Field Force, has been 
reading between the lines. He has 
developed the insight of a seer, the 
skill of a craftsman, and the pa- 
tience of an artist in building suc- 
cess for field men. 


Joe Jones is the four-square name 
of a four-square man whose coun- 
sel and friendship have raised the 
standard of production of the in- 
dividual Franklin field man far 
above the usual average. He is 
the Medicine Man whose under- 
standing magic transforms obstacles 
into stepping stones. 











The Franklin Life 


Insurance Company 





























(CINK UP (worn THe (LINCOLN) 








Question: What special guaranty 
can be made a doctor, lawyer or 
big executive on the permanence 
of his income? 





Answer: ‘The LNL professional in- 
come disability clause will make his 
Lincoln National Life insurance 
policy protect his life and his earning 
ability also. Ask us about it! 


THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


“Its Name Indicates its Character” 


FORT WAYNE, INDIANA 





Insurance in Force More Than $535,000,000 














Everyone in the Picture 


Should the Peoria Life be known as an “‘agents’ 
company’’—because it assumes as a company obliga- 
tion the success of its agents; undertakes their educa- 
tion in the fundamentals of life insurance and of sales- 
manship; stimulates their activity by interesting 
agency plans; fills positions of responsibility from its 
own ranks; stands always ready to lend every help to 
promote their prosperity? 

Or might it better be called a ‘‘policyholders’ com- 
pany’’—because it provides plans of protection for 
every need and condition; issues a practical policy on 
every application; offers a valuable free health exami- 
nation; enjoys the confidence of its policyholders to 
such a degree that each year its renewal rate is approx- 
imately 90%? 

Or perhaps it might even be styled a ‘‘beneficiarys’ 
company’’—because its agents are impressed with the 
necessity of promptness in making settlements, and 
of lending every assistance in the preparation of 
proofs; every claim is dispatched within 30 minutes 
after its receipt at the Home Office; a variety of trust 
provisions safeguard the beneficiary and distribute 
the proceeds according to the exact wishes of the 
insured. 


Our belief is that a constant, sincere effort 
to render the full true service of life insurance 
will at the same time most effectively serve 
the best interests of agents, policyholders, 
and beneficiaries alike. 


Peoria Life Insurance Company 
Peoria, Illinois 
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GREAT VALUE AT REDUCED COST! 


A Fine Opportunity for Ambitions Insurance Men 
and Students of the Business 


Sunderlin’s Excellent Educational Course in Fire Insurance 
Embracing 40 Lectures and a Copious Topical Index 


Can Now Be Obtained at $10 for the Complete Set. 


Sunderlin’s Lectures 


ON THE 


Fire Insurance Contract 


By CHARLES A. SUNDERLIN, A. B., LL. B. 


of the Los Angeles Bar 
(JSecretary and General Counsel of the Insurance Institute of Southern California 


These Lectures deal with the following general subjects: 


1—The Policy Contract—General 
2—Insurable Interest 
3—Public Relations 
4—State Regulation or The Police Power 
5—Cooperation and State Supervision 
6—Co-Insurance 
7—Valued Policies 
8—Professionalizing the Fire Insurance Busi- 
ness 
93—Construction and Operation of the Policy- 
Contract 
10—The Fire Insurance Rate 
11—Fire Insurance Reserve 
12—Agency and Brokerage 
13—Premiums 
14—Fire Prevention 
15—Waiver and Estoppel 
16—Coverage 
17—-Misrepresentations 
18—Warranties 
19—Matters Voiding Policy 
20—Matters Suspending Insurance 
21—Chattel Mortgage Clause 


22—Fall of Building Clause 

23—Negligence 

24—-Cancellation 

25—Risks and Causes of Losses 

26—Requirements in Case of Loss 

27—Ascertainment and Amount of Loss—Ap- 

praisal 
28—Options of Company in Case of Loss 
29—Apportionment of Loss—Pro Rata Lia- 
bility 

30—Loss—When Payable—Non-Waiver by Ap- 
praisal or Examination 

31—Adjustments 

32—Subrogation 

33—Insurer’s Liability 

34—-Mortgagee Interests 

35—Earthquake Clauses 

36—Use and Occupancy—Profits and Com- 
missions—Rents and Leaseholds 

37—Floating, Excess and General Cover Con- 
tracts 

38—Miscellaneous Forms 

39—Endorsements 

40—Reinsurance 


The broad scope of the Lectures, indicated by the above titles, renders them of incalculable value, as 
both text and reference works, to both men actively engaged in the fire insurance business and those con- 


templating entering it. 


It will be found of genuine service by executives, underwriters, adjusters, general, 


special and local agents; insurance brokers, lawyers and the public. 
In Sunderlin’s Lectures are answers to thousands of practical, every-day fire insurance questions, as 


determined by the courts. 
of his business. 


The user of these Lectures can fit himself the better for the intelligent handling 


TAKE ADVANTAGE OF THE LOWERED PRICE. DO IT TODAY! 
PRICES 


Single copy of one lecture, 50 cents 


Set of 40 lectures and Index $10 


Liberal Discounts Granted Purchasers of Large Supplies of Sets or of Single Lectures 


THE SPECTATOR COMPANY 


CHICAGO 


Sole Selling Agents 


NEW YORK 


—-~—_ 
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Mr. Agent: 


We want to say to you that we are bigger and bet- 
ter equipped this year than ever before, to take care 
of your Health and Accident Business. Let’s talk 
it over! 


Inter-Ocean Casualty Company 
Cincinnati, Ohio 
J. W. SCHERR, President |W. G. ALPAUGH, Secretary 














FOR FOLDER 
SHOWING ELABORATE DISPLAY, 


DISTRICT MANAGERS WANTED 


We have a few openings in’ West 
Virginia available to men who can 
qualify as organizers and personal 
producers. 

Direct Home Office contracts with 
top commissions and renewals. 
Openings at 
CHARLESTON HUNTINGTON 
CLARKSBURG WHEELING 


Write F, A. HICKS, Superintendent 


Guarantee Fund Life Association 


Omaha, Nebr. 


ORGANIZED 1901 
Largest Organization of its Kind in America 
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“A Life Insurance Company’ 


Having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 


Address: Confidential care THE SPECTATOR 











ACACIA 


An Institution—Not a Commercial Company 


Insurance in Force Over $275,000,000 
Sea Over $25,000,000 
Ideal Agents Month- 
ly Income _ Contract 
LOW NET COST REAL SERVICE 


Acacia Mutual Life Association 


WILLIAM MONTGOMERY, President 
Washington, D C. 





THIRD EDITION 
Thoroughly Revised, Improved an Greatly Eniarged 


Fire Insurance Inspection and Underwriting 


By C. C. DOMINGE and W. O. LINCOLN 


Associate Members, National Fire Protection Association 
Members, Insurance Society of New York 


OVER 5000 DIFFERENT SUBJECTS TREATFD 
NUMEROUS ILLUSTRATIONS 
1020 Pages of Profitable Information 
A COMPLETE TEXT AND REFERENCE BOOK FOR 
Fire Insurance Inspectors and Underwriters, Students, Firemen and 
Others Interested in Fire Prevention 
Insurance Terms Defined 
Standard Policy Thoroughly Explained 
Special Forms of Insurance Analyzed 
Chemicals and their Hazards Described 
Manufactured Processes and Special Hazards Listed 
Alphabetically Arranged—Printed on thin Paper—Bound in Flexible 
Covers—Just the Book for the Underwriter in Office or Field 


PRICES 
Flexible Binding, $6.00 De Luxe edition, thumb indexed, $10.00 


THE SPECTATOR COMPANY 
CHICAGO «+ PUBLISHERS - NEW YORK 


























MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 

THE COMPANY Backed and endorsed by the most substantial 

and influential business men in Kansas City 


THE MANAGEMENT Practical insurance men of long experience 
and conspicuous success. 


THE TERRITORY MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretary 








CENTRAL SURETY AND 
INSURANCE CORPORATION 


Home Office—Kirkwood Bldg., Kansas City, Mo. 
Capital and Surplus, $1,123,213.76 


FIDELITY AND SURETY 
MISCELLANEOUS CASUALTY INSURANCE 


Writing business in forty states and with U. S. Government 
Methods—simple, direct and free of red tape 


FRED W. FLEMING DENNIS HUDSON 
President Vice-President and 
Manager of Agencies 
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A VETERAN’S OPINION 


The following opinion is from one of the most successful sellers of 


Lite Income Insurance in the United States: 


“TI challenge any man, including bankers and every experienced 
investor, to assume the same liability under the same conditions that 
a life insurance company can and will assume in guaranteeing a 
non-fluctuating life income. 


“It is comparatively easy for a well-informed business man to 
give good advice to a widow in relation to a safe investment for a 
limited period, but it is impossible to give advice in the present which 
may be followed far into the future. 


“‘A life insurance company is the only financial agency which has 
the function and the scientific method which enable it to guarantee 
results in the indefinite future. A trustee, individual or corporate, — 
cannot do so. 


“‘When a gilt-edged bond matures the money must be reinvested 
and the new investment may not be quite so safe as the old. Suc- 
cessive re-investments may still further impair the security. The 
guarantee of the life insurance company, on the other hand, is per- 
manent, and is backed by all the company’s resources. And if any 
of the company’s investments depreciate in value, the loss is made up 
out of the company’s Surplus.” 








The Equitable Lite Assurance Society is prepared to train young 
men who have had some general business experience to sell Income In- 


surance. There is money in it for men of integrity, intelligence and 


industry. 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


393 Seventh Avenue New York 
THOMAS I. PARKINSON, President 









































